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But can he strike an 


automatic credit balance? 


Versatile, this one-man Philharmonic—almost as 


versatile, perhaps, as that Monroe 410 Grand Total Adding 


LOOK TO 


Machine whose smooth, rhythmic action makes M ONROE FOR " 
a 


such sweet music to banking ears. 

To mention only a few of its virtues: the 410 is a duplex 
type adding machine that adds and subtracts directly in 
either register without affecting the other. Or it will 
accumulate in one register individual totals listed 
in the other. Either way, recapping is eliminated when 
listing incoming or outgoing clearings, running 
batch sheets, proving old and new savings 
account balances—in short, any type of work that 
requires summarizing. Naturally, it “doubles 
in brass” as a regular single register adding 
machine where no accumulated totals are required. 

Like a short but convincing demonstration 
of how this versatile Monroe can cut costs, save time, 
step up production in your bank? Call your local 


Monroe office, listed in the classified section today. 


MONROE 


MACHINES FOR BUSINESS 


vy Glareless, 
Cushion-topped Keys 


vv Direct Subtraction 


v& “Velvet Touch” 
Ease of Operation 
v> Automatic 
Credit Balance 


x Versatility 


and other outstanding 
Monroe features, plus topflight 
service by specially 


trained representatives. 


Monroe Calculating Machine Company, Inc., General Offices, Orange, N. J. 
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”,..Ves, Arf, we buy and sell our 
Government bonds through Bankers Trust 
in New York. Because theybe a primary 
dealer all prices are nef- And their 
over-all advice on our account has been 


very helpful...” 


When you buy Governments from Bankers Trust—you deal direct 


As a primary dealer in U. S. Govern- 
ment bonds, notes, certificates, and 
discount bills, we maintain an in- 
ventory of these securities in our 
Trading Department. 


This means that your orders 
placed with us are executed without 
delay—no red tape or outside tele- 
phone calls. Immediate confirmation 
of orders can mean an important 
saving for your bank. 

Moreover, this service is rendered 
to our Customers at the lowest pos- 
sible cost—all prices are net. 


We are glad to work with you on 
your bond account, advise you on the 
arrangement of maturities, and sug- 
gest switches from one issue to an- 
other as market movements provide 
favorable opportunities. 

In addition, our Bond Department 
is a leading dealer in State and Mu- 
nicipal issues. We are prepared to 
answer your questions regarding 


BOND DEPARTMENT 


this segment of your portfolio. 

For full information on how this 
service can benefit your bank, write 
Bond Department, Bankers Trust 
Company, 16 Wall Street, New York 
15, N.Y. Telephone REctor 2-8900 
when we can be of assistance. Our 
teletype numbers are NY 1-3333 for 
Governments and NY 1-850 for State 
and Municipals. 


BANKERS TRUST COMPANY 


NEW YORK 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 





City by City... 
State by State... 
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7 «Bankers are placing their seal of endorsement on 


the Nw BURROUGHS 
BANK BOOKKEEPING MACHINE 


Why, in the relatively few months it has been on the market, 
have banks in 48 states purchased this new Burroughs? 


Because it provides the new features that bankers themselves told us 
they wanted in their bookkeeping machines . . . features that reduce 
operator fatigue and the possibility of error .. . features that bring 
new speed, simplicity and efficiency to bank posting. 


If you haven’t. seen this new Burroughs in action . . . examine it 
feature by feature .. . phone your Burroughs representative for a 
demonstration. Let him show you how it can speed up your bookkeeping 
operation, and at the same time lower your bookkeeping costs. 


WHEREVER THERE’S BUSINESS THERE'S 


Burroughs 


October, 1950 












WE NOTED SOME MONTHS AGO, just 
previous to Korea, a report of a 
talk in which Mr. Thomas J. Swee- 
ney, assistant director of the Loan 
Guaranty Service of the Veterans 
Administration, stated that about 
2,000,000 additional veterans of 
World War II would be seeking 
loans of something over $10,000,- 
000,000 before July ist, 1957. This 
seemed to us to give particular 
point to Mr. Sweeney’s views re- 
garding the importance of employ- 
ing the right technique at all points 
in the closing and servicing of GI 
loans, and we asked him to supply 
an article on the subject for the 
readers of BANKERS MONTHLY. 

Subsequent events have served to 
make the subject increasingly im- 
portant. Whatever modifications 
and restraints may enter the pic- 
ture, there now seems to be little 
likelihood that the time will ever 
come in the lives of any who read 
this, when our war veterans will 
have ceased to be an important 
factor in the affairs of banks. With 
the ranks of our army, navy and 
air force again steeply on the up- 
grade, enlarged numbers of re- 
turned veterans will inevitably 
follow, and their legitimate credit 
needs will somehow be met. 

It is good medicine, and it is good 
lending practice to deal separately 
and exhaustively with preventive 
and curative techniques; Mr. Swee- 
ney has done just that with respect 
to GI loans in our lead article. 


*‘Headache Checks’’ 


‘Headache checks” have received 
considerable attention down 
through the years. Organizational 
commissions and committees have 
been making a valiant fight for uni- 
formity of size and design, all with 
a view to minimizing difficulties in 
the reading and handling of checks 
to which eccentricity in these de- 
tails can give rise. 

Comes now, Mr. F. A. Zara, as- 
sistant vice president of the Na- 
tional City Bank of New York, who 
sounds a new note. With the whole 
check handling process well on the 
way to complete mechanization, Mr. 
Zara points out that the eccentric 
check has ceased to be a mere im- 
pediment to progress, and has be- 
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come a roadblock which must be 
removed if progress is to continue. 
With an explanation of the sketch 
which accompanies Mr. Zara’s ar- 
ticle came the warning “that it will 
not satisfy the curious, and that the 
more ‘explanations’ are offered, the 
more will be asked.” What we don’t 
know about electronic scanning 
would doubtless fill a sizable li- 
brary, but we’ll undertake to find 
additional answers for those whose 
curiosity has not been satisfied. 








Of all the weeks which are set 
aside for the sake of emphasis on 
some specific national activity, Fire 
Prevention Week, which occurs this 
year on October 8-14, is one of the 
most significant for all of us. It is 
especially significant at a time when 
our entire productive mechanism is 
working at top speed in order to 
supply the needs of our civilian 
economy and our war effort. All 
destruction by fire will make its 
full contribution to the inflationary 
pressures which already exist, and 
events in Korea and elsewhere have 
served to vastly increase the im- 


portance of all measures calculated , 


to minimize these losses. 

Fire prevention is especially im- 
portant to bankers because of their 
great stake in the protection of 
values generally, and because of 
their ability to exert a considerable 
measure of control over fire haz- 
ards. Every loan made for the pur- 
pose of building a new house or 
remodeling an old one provides an 
opportunity for the banker to 
further safeguard his own interests 
and those of the borrower by mak- 





ing sure that every practicable pre- 
caution against fire is incorporated 
in the plans under consideration. 
The resulting loan may be a little 
larger, but it will also be sounder 


and render a 
greater service. 

No banker needs to be told that 
insurance merely serves to protect 
the individual at the expense of 
insured property owners generally, 
and to distribute the insured portion 
of any losses suffered. Every in- 
surance premium that leaves the 
community is a portion of that 
community’s contribution to the 
fire losses of the nation. The vast 
amount by which the properties 
destroyed by fire are underinsured 
is a further contribution to those 
losses, as far as individual com- 
munities are concerned. The tre- 
mendous toll exacted by fire in 
terms of human life and limb and 
suffering is immeasurable, but it is 
a very real factor economically and 
in every other way. ; 

In view of the foregoing, it is 
thoroughly belaboring the obvious 
to say that an educational program 
calculated to acquaint the people 
of the areas respectively served by 
individual banks with the fire haz- 
ards which they are building into 
or are permitting to remain in their 
properties, would be most construc- 
tive from every standpoint. The 
possibilities of profit could hardly 
fail to make such a program at 
least self-sustaining. 

Bankers, along with those in 
every other line of business or pro- 
fession, can accomplish a great deal 
of good in the field of fire preven- 
tion by encouraging and supporting 
the adoption of the new basic per- 
formance-type building code pre- 
pared by the Building Officials’ 
Conference of America. A survey 
conducted by the conference has 
established the fact that less than 
one-third of surveyed cities have 
any building laws at all and that 
most codes which do exist are at 
least 20 years old and need drastic 
revision. John E. Lane, executive 
director, Construction Research 
Bureau, 12 East 4lst Street, New 
York 17, N. Y., will be glad to 
supply any additional information 
desired regarding building codes and 
fire prevention construction. 


J. H. PETERS, Editor 
BANKERS MONTHLY 
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OCTOBER BRINGS HALLOWEEN, and 
with it the traditional jack-o-lan- 
tern and eager little boys, making a 
happy combination for this month’s 
cover. Photo by Ewing Galloway, 
N. Y. 


The Portland Plan 
Proves Successful 

A very sharp decrease in the pur- 
chase of scarce and potentially 
scarce goods and commodities in the 
Portland, Me., area has been re- 
ported due to a recent campaign 
against hoarding which was spon- 
sored by the city’s chamber of com- 


JOIN THE 


SIGN YOUR 
PLEDGE TODAY! 


ih Py Cronin Executive —— 
. H. Pereas ‘ditor 
536 South Clark Street Rocra F. G N. . . Associate Editor 

Chicago 5, Illinois Hetmurn Bar . Washington Correspondent 
Anvarw McNaux . Chairman of the Board Howaap F. Wuvrsot . Advertising Manager 
Anvagsw McNay III President Graao Dumars . Eastern Business Manager 
Harry B. Crow . Vice President and Secretary W.W. McDonovcn . Western Business Mgr. 

reasurer 


merce and various banking and 
business groups. 

With the admonition that “Hoard- 
ing Helps Communism,” citizens 
were asked to sign pledges to buy 
no more than is necessary during 
this war emergency. Posters similar 
to the reproduction shown above 
were displayed throughout the city. 
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CHASE FACILITIES FOR CORRESPONDENT BANKING 


People have made Chase the bank it is today. Behind these experienced 
employees and officers, however, is the most modern bank 

machinery available. Machines help Chase offer fast service to 
correspondents—they record, check and speed items on their way. 
Chase is a bankers’ bank, with the equipment, personnel and 


experience to serve correspondents well. 


THE CHASE NATIONAL BANK 
OF THE CITY OF NEW YORK 


Member Federal Deposit Insurance Corporation 
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How To Keep 


G | Loans 


Healthy 


By THOMAS J. SWEENEY 


Assistant Director, Loan Guaranty Service 
Veterans Administration, Washington, D. C. 


problems arising in the formu- 

lation of policies and techniques 
governing the making and serv- 
icing of GI loans will occupy much 
of the time and attention of bank 
officers and directors, as well as that 
of other mortgage officials, for a 
further indefinite period. It is 
merely stating the obvious to say 
that the more nearly those policies 
and techniques can be made to 
serve the best long-range interests 
of the veteran in each case, the 
better it will be for the lending 
institutions, the community, and 
the country as a whole. It is the 
purpose of this article to bring that 
goal just a little closer to full 
realization. 


T HERE CAN BE NO DOUBT that the 


Servicing Loans Analogous To Medical 
Practice 


Somehow in discussing the funda- 
mentals of proper servicing policy, 
the use of medical analogies comes 
easily to mind. In a sense, the 
mortgage officer is the doctor, the 
mortgagor is the patient whose 
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Ewing Galloway, N. Y. 


Foreclosure is the fatal disease 
which must be combatted 


health must be preserved, and fore- 
closure is the fatal disease which 
must be combatted. 

Perhaps more accurately the 
senior officers of lending institu- 
tions should be regarded as the full- 
fledged doctors, while most of the 
younger loan officers might properly 
be called internes. Most senior 
mortgage officers have already had 
considerable experience with the 
problems of loan servicing in the 
past—in the 1920’s and particularly 
in the 1930's. 

The younger officers, on the other 
hand, have gained their experience 
during a period of almost continu- 
ous rising incomes and real-estate 
prices in which the need and desir- 
ability for developing a proper 
servicing policy have not been as 
urgent as in earlier, more trouble- 
some times. 


We have seen many indications of 
the lack of experience and the lack 
of appreciation of the virtues of a 
sound servicing policy in cases 
where carelessness and laxity have 
led to unfortunate and unnecessary 
foreclosures—which could have 
been prevented by an understand- 
ing and application of proper serv- 
icing techniques. 

Pursuing the analogy further, loan 
servicing can perhaps best be de- 
scribed as the antitoxin which the 
loan officer must employ to keep 
the loan in good health. 

As in medicine, servicing falls 
into two main categories—preven- 
tive and curative. Properly adminis- 
tered, both can be truly wonder 


Above: A few minutes well spent at the loan 
closing may save many hours and many dol- 
lars during the life of the loan. 





THOMAS J. SWEENEY 


drugs in maintaining healthy loan 
portfolios. 

Preventive servicing should be 
brought into play before the loan 
is closed. The prospective patient 
must be given a basic and thorough 
“physical” to determine whether 
his condition is sound enough to 
warrant the particular undertaking. 
Particular emphasis should be laid 
at this point upon a thorough and 
careful analysis of the prospective 
borrower’s ability to carry his loan. 
Proper determination of ability to 
pay is the very base of the port- 
folio structure—if improperly done, 
the loan is placed on a shaky foun- 
dation which is bound to totter at 
the first sign of a storm, or even 
a brisk wind. 

If it is concluded that the under- 
taking is justified and the bor- 
rower’s prospective ability to repay 
is favorably determined, the atten- 
dant responsibilities should be out- 
lined in detail. To the average 
veteran who is probably assuming 
his most important financial obli- 
gation, the standard note and mort- 
gage forms with their fine print 
represent very formidable docu- 
ments. Make sure that he under- 
stands those documents and the 
rights and responsibilities which 
they entail. 

All of the contracting parties 
should realize that the real strength 
of the mortgage depends upon how 
the storm is weathered in case of 
failure of income, prolonged illness, 
death, increases in family members, 
or any one of a number of other un- 
foreseeable circumstances which 
may occur during the life of the 
loan. It is folly to assume that the 
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average long-term amortized mort- 
gage will proceed serenely along to 
its ultimate pay-out without en- 
countering any one of the many 
vicissitudes of life. 

In this connection, consideration 
should be given to whether some 
leeway should be preserved in 
writing the loan maturity—partic- 
ularly in doubtful cases—so that an 
extension of say 5 years will be 
possible in the event the loan runs 
into trouble. If proper provision 
has been made for reasonable con- 
tingencies, the servicing problem is 
greatly minimized when the un- 
fortunate event occurs. 

As in a medical diagnosis, the pre- 
scribed treatment will not be fol- 
lowed if the prospective mortgagor 
does not have confidence in his 
lender. It should be made clear that 
the lender stands ready to assist 
him in case of stress and that he 
should feel free to call upon you 
to discuss his problems. 


Stress Importance Of Obligation 


Just as the doctor makes such 
examinations rather than the medi- 
cal hygienist, so should this con- 
sultation be held with an officer or 
other responsible member of the 
institution rather than with a cleri- 
cal assistant. Show the veteran 
borrower that the financial obli- 
gation he is assuming is as impor- 
tant to you as it is to him. 

The more important mortgage 
provisions should be discussed, and 
above all, an attempt should be 
made to dispel the fear complex. 
At the time of loan closing the 
debtor’s mind is receptive to ap- 
propriate suggestions, and proper 
management will result in shifting 
the greater portion of your future 
servicing burden to the mortgagor. 


If you can impress indelibly upon 
the borrower the necessity for com- 
ing to you with his problems and 
not to resort to any avoidance or 
delaying tactics, the expense which 
you will ultimately incur in serv- 
icing that borrower’s loan will be 
greatly minimized. A few minutes 
well spent at the loan closing may 
save many hours and many dollars 
during the life of the loan. In many 
cases, this treatment will afford 
complete immunity over the life of 
the loan. 


The Time For Curative Action 


But inevitably some of your loans 
will begin to show symptoms of 
impending trouble. This is the time 
for curative servicing. If treatment 
is begun promptly, the chances for 
complete recovery are extremely 
good. 

It is a well-established fact that 
the sense of obligation of a debtor 
is strongest at the time of the initial 
default and that the best servicing 
results are obtainable by concen- 
trated efforts as soon as the default 
occurs. A loan which is only one or 
two payments in arrears is much 
easier to reinstate than is the one 
where the default has continued for 
five or six months. 

There are a number of remedies 
some effective, others ineffective. 
The patent medicines which take 
the form of routine collection bills 
and letters seldom have the desired 
effect. 

It is impossible to prescribe treat- 
ment unless a thorough diagnosis is 
made. Such a diagnosis cannot be 
made with the doctor in his office 
and the patient in his home. You 
cannot remain at your desk and 
conjecture on the reasons why the 
loan is breaking down. If your pre- 


Preventive Servicing 
1. Veteran is given a ‘physical’ to determine condition—ability to 


pay. 


2. Veteran's rights and responsibilities under the terms of the loan 


are thoroughly explained to him. 


3. Every proper provision is made for contingencies. 
4. Veteran is assured of lender's good will and desire to be help- 
ful, in order to forestall avoidance and delaying tactics in the event of 


trouble. 


5. Responsible officer participates in negotiation and closing of loan, 
increasing veteran's appreciation of the importance of the transaction 


to all concerned. 


6. Most of servicing burden is shifted to veteran at time of closing, 
when his mind is most receptive to appropriate suggestions. 
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Does your BBB look like this? 


Insurance Company of North America, founded 


Have you checked over your Bankers’ Blanket Bond 
recently? You may find it outmoded, unless it is BBB 
No. 24, as sold by Agents of the Indemnity Insurance 
Company of North America. 


BBB No. 24 is the very latest type available. Its 
twenty-three modern features cover practically every con- 
tingency . . . to give you the broadest, most thoroughly 
protective form of Bankers’ Blanket Bond. For instance, 
it provides protection for Property in custody of any 
person acting as messenger. It provides transit coverage 
everywhere in the world. It provides coverage in case 
customers of the Insured are held up on the premises. 


It’s easy to have this up-to-date protection. Ask 
your Agent or Broker to tell you about North America’s 
BBB No. 24. Check it against your present insurance, 
and see for yourself how BBB No. 24 is better twenty- 


three ways! 


October, 1950 


1792 in Independence Hall, is the oldest American 
stock fire and marine insurance company. It heads 
the “North America” companies which meet the 
public demand for practically all types of Fire, 
Marine and Casualty insurance, Fidelity and 
Surety Bonds. Sold only through Agents or Brokers. 


INSURANCE COMPANY OF 


POM NORTH AMERICA 


=e COMPANIES, Pkcladelphia 


Insurance Company of North America 
Indemnity Insurance Company of North America 
Philadelphia Fire and Marine Insurance Company 
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ventive servicing “took,” the mort- 
gagor will have communicated the 
complete story to you. Otherwise, 
it is up to you to seek the story 
out. There is only one way that this 
may be accomplished. If the moun- 
tain won’t come to Mohammed, Mo- 
hammed must go to the mountain. 

Once the cause of the ailment 
has been determined, the task of 
selecting an appropriate remedy be- 
comes easier. The VA regulations 
have been geared to permit the 
widest latitude in dealing with de- 
faulted loans. VA allows the pay- 
ment of accrued interest through 
the date of foreclosure sale, either 
in the claim or from the proceeds 
of the foreclosure sale. The terms 
of the loan may be extended in 
order to cure a default or avoid 
imminent default and no advance 
approval thereof by VA is neces- 
sary. 


Help Veteran Salvage His Equity 


If it becomes evident that the 
veteran will be unable to continue 
with his loan, an attempt should be 
made to arrange a private sale of 
the property. This is particularly 
true in those cases where there is 
an apparent equity in favor of the 
veteran. He should be afforded an 
ample opportunity to arrange a sale 
and attempt to salvage his equity. 
It should be suggested to him that 
the property be advertised for sale 
or listed with brokers of his choice. 


If all of these methods of solution 
fail, an attempt should be made to 
obtain a deed in lieu of foreclosure. 
Remember that in such cases the 
prior approval of the Veterans Ad- 
ministration must be obtained be- 
fore the deed is taken. It is our 
policy to encourage the acceptance 
of deeds in lieu of foreclosure. The 
consideration for the deed normally 
will be a discharge of the veteran’s 
personal liability and if approved 
by VA, the guaranty will not be 
affected. 

You may be asking yourselves. the 
question—“Why should I be con- 
cerned with the problem of working 
this loan out? My first duty is to the 
depositors, and I must see to it that 
their interests are protected.” 

There is no question but that the 
interests of your depositors come 
first. However, so long as the guar- 
anty plus the value of the property 
exceeds the amount of the indebted- 
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Curative Servicing 

1. Case is treated when debtor's 
sense of obligation is greatest—at 
the time of initial default. 

2. Lender makes direct contact 
for the purpose of diagnosis and 
avoids use of routine bills and let- 
ters. Obtains the story back of de- 
fault if he has to go after it. 

3. Lender applies remedies ap- 
propriate to the ailment. 

4. When situation is hopeless, 
property is sold at private sale, if 
possible. 

5. Failing in that, deed is ob- 
tained in lieu of foreclosure, with 
prior approval of VA. 


6. Foreclosure proceedings are 
instituted only as a last resort. 


ness, your depositors’ interests will 


not be prejudiced. Where you are 
protected amply, it is to your de- 
positors’ interests as well as to those 
of the veteran and your government 
to find a satisfactory solution. 

In the first place, a foreclosed 
loan is an earning asset lost forever. 
A lending institution realizes its 
greatest profit through those loans 
which are fully repaid in accordance 
with the contract terms. You cannot 
expect to reap the maximum earn- 
ing return on a long-term real es- 
tate investment if the newly signed 
mortgage instruments are tucked 








into the vault with the feeling that 
the job is done and all that remains 
is to sit back complacently and 
record the monthly payments on the 
ledger card for the next 20 or 25 
years, or even 30 years, relying 
solely on the mortgage covenants 
for salvation. 

Any loan officer affected with a 
myopia of this nature probably 
bought a piece of property the day 
the mortgage was put on the books. 
It must be recognized that it is 
financially advantageous to the 
mortgagee to assist in the success- 
ful fulfillment of that contract. 
Foreclosure entails expense and 
erases earnings. The costs incurred 
in servicing a defaulted mortgage 
loan will be recovered many times 
over if by your efforts that mortgage 
is restored to a sound footing. 

Foreclosures are also bad busi- 
ness from the standpoint of custo- 
mer relations. Not only does the 
foreclosed veteran cease to be your 
customer but also the rest of his 
family and many of his friends. The 
villain with the flowing mustaché, 
silk hat and buggy whip who ap- 
pears on the mortgaged premises 
one minute after the payment be- 
comes due and threatens foreclosure 
of the homestead has gone from the 
American scene (except perhaps for 
television revivals). 

The current trend is toward the 
assumption of a helpful attitude, 
appreciative of the mortgagor’s 
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Lambert Studios, Philadelphia, Po. 


Proper determination of ability to pay is the very base of the portfolio structure. 
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WE imprint these Travellers Cheques with your bank name—an extra service of 
The First'that costs you nothing extra ! 


YOU increase the earnings of your bank when you sell these Travellers Cheques! 


YOUR CUSTOMERS can spend these Travellers Cheques anywhere in the world— 
just like cash! 


Suggest Travellers Cheques of The First tect your customer against loss of funds — 
National Bank of Chicago to your customers you build the prestige of your bank! Write 


for both vacation and business use. You pro- our FOREIGN BANKING DEPARTMENT for details. 


The First National Bank of Chicago 


Dearborn, Monroe and Clark Streets 
Building With Chicago Since 1863 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATIONS 
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problem and a willingness to assist 
him. The lending business has be- 
come a highly competitive field, and 
you can ill afford to lose your cus- 
tomers. A reputation once acquired 
of being “quick on the trigger’ is 
very difficult to overcome. 


It should not be inferred that you 
should not be firm in your dealings 
with the mortgagor. However, firm- 
ness is only one of the many in- 
gredients which go into the making 
up of a proper loan servicing tech- 
nique. Your firmness should be 
tempered with an understanding of 
the individual’s problems. For ex- 
ample, if the man is temporarily 
unemployed, nothing is to be gained 
by discussing possible plans of re- 
payment. Such discussions should 
be deferred until the individual has 
resumed employment. 


Two Primary Responsibilities 


The VA is not unmindful of its 
responsibility as guarantor and, 
again referring to my homely anal- 
ogy, we at all times are available 
for consultation. It is assumed, how- 
ever, that you have read the 
Lender’s Handbook and other pro- 
cedural material which has been 
distributed to lenders. A careful and 
conscientious study of the Hand- 
book and related material will save 
a lot of headaches which might 
later arise. This is particularly im- 
portant to assure the acceptability 
of your claim if foreclosure is un- 
avoidable. 


We do not expect that you will 
call upon us to assist in the treat- 
ment of minor ills, but if the patient 
is in danger we will dip into our 
blood bank and supply some plasma. 
We will not undertake your serv- 
icing burden for you. Our supple- 
mental servicing will be undertaken 
only after you have conscientiously 
exhausjfed your efforts to get the 
loan on its feet. 


I recall the case of one institution 
which submitted 21 notices of- in- 
tention to foreclose. Our office was 
not convinced that the loans had 
been properly serviced and a Loan 
Service Representative called upon 
the lender and requested that one 
of the officers accompany him on a 
trip to see the delinquent mort- 
gagors. At the suggestion of our 
representative, the officer took along 
his receipt book. Upon completion 
of the tour, 16 of the loans had been 
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reinstated. The important point is 
that our representative did nothing 
which the institution could not have 
done on its own initiative. 


I recall another case in which the 
holder submitted its notice of in- 
tention to foreclose. At the time 
the notice was received the total 
indebtedness, including the accrued 
interest, was approximately $7,800. 
A purchaser was found who agreed 
to assume $7,600 of the mortgage 
indebtedness. A compromise was 
effected under the terms of which 
VA paid the holder $200 and agreed 
that the guaranty, in a reduced 
amount and percentage, would con- 
tinue on the balance of the loan. 
This procedure has been exercised 
with great success in a number of 
cases, and your loan officers should 
be thoroughly aware of its possi- 
bilities. 

We are presently experiencing an 
era of great prosperity, with pro- 
duction, employment, and incomes 
at peak levels. So long as these 
conditions continue, you will have 
relatively few loan servicing prob- 
lems occasioned by defaults. All of 
us are familiar with the gratifying 
record of repayment which GI loan 
portfolios have displayed so far. The 
defaults and foreclosure incidence is 
lower than most of us visualized it 
could be. 

However, this certainly is no time 
for loan officers to rest on their 
laurels and commend themselves 
for the fine job they have done. To 
date, no particular difficulties have 
been encountered which constitute 
a real test. But we cannot assume 
that such a test will never arise in 
the future. The possibility of eco- 
nomic dislocations on a local or na- 
tional scale—which would shake the 
foundation of your mortgage struc- 
ture—must always be borne in 
mind. You share a responsibility to 
see to it that the foundation does 
not crumble and the structure fall. 
The dislocations which may stem 
from current defense production 
needs must also be taken into ac- 
count. 


Study Lender’s Handbook Carefully 


Your loan servicing policies and 
procedures should be restudied to 
assure their seaworthiness whether 
or not you ever encounter rough 
seas. Now is the time for experimen- 
tation with various loan servicing 


techniques in order to determine 
which accomplishes the desired re- 
sult. It is the case of the doctor tak- 
ing a refresher course and making 
some laboratory tests to equip him- 
self with the knowledge necessary 
to check an epidemic—which he 
hopes fervently will never occur— 
but for which he must be prepared. 


Now Is Time To Find Right Technique 


Under the home loan provisions 
of the Servicemen’s Readjustment 
Act, we are charged with two pri- 
mary responsibilities—the first is to 
afford the veteran liberal and low- 
cost financing terms in order that he 
may purchase a home, and the sec- 
ond is to prevent the veteran from 
losing that home through fore- 
closure. 


If we fail in either of these under- 
takings, the beneficial nature of the 
legislation has been defeated. Unless 
the value of the property has de- 
clined to the point where it 
threatens to be less than the un- 
guaranteed portion of the loan, the 
holder should view it as his respon- 
sibility to extend indulgence to 
worthy veterans during periods of 
stress. One of the things for which 
the veteran fought was the preserv- 
ation of his home. Let’s keep him 
in it. 


Lenin And The Russian 
Revolution 


By Christepher Hill. Published by The Macmillan 
Company, 61 Fifth Avenue, New York 11, N. Y. 
Price: $2. 


In the brief compass of 239 pages, 
here is a clear and vivid portrayal 
of Lenin and of the revolution 
which was his life’s work. Emphasis 
throughout is on the aspects of 
Lenin’s activity and thought, and 
the achievements of the revolution, 
which are of most enduring value 
and, therefore, of widest signifi- 
cance. 

With directness and 
Christopher Hill writes of: 

“The Bolshevik party organiza- 
tion;” 

“The 
policy;” 

“Lenin’s doctrine of national 
liberation as opposed to imperi- 
alist domination;” 

“The political philosophy of the 
Soviet state within which eco- 
nomic ‘gradualism’ is permis- 
sible.” 


clarity, 


Communist agrarian 
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IN DEVELOPING NEW BUSINESS... 


Our Officers now call on the right people 
: —at the right time” 


“We've found the answer to our pressing need 
for a practical, convenient method of bringing in 
new business—in the Kardex Business Develop- 
ment System created by Remington Rand. What 
we needed, and never had before, was a way of 
organizing our officers’ time. Naturally, they are 
busy men, with many other duties. And where no 
one had a definite responsibility for specific new 
business — with a concise follow-up that shows 
progress or lag—each officer tended to put off that 
task till ‘tomorrow’. But since we’ve been using 
the Bank Development Forms, we know at a 
glance exactly who needs to be called on—and 
when. The result: we are making fewer calls, but 
more productive ones... getting more business, 
with far less waste of time.” 


Equally useful to all banks, regardless 
of size or location 


Yes, as many banks large and small are learning by 
experience, it’s system that “brings in the business.” 
And what a simple, easily operated system these new 
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Kardex Bank Development Forms provide! 

Many smaller banks find that a few hours’ work 
each week by one girl keeps up-to-date all the infor- 
mation you need. A few of the things these handy 
cards will do for you: 


1. Prescribe calls on bona fide prospects only. 

2. Clearly indicate the business desired. 

3. Set up an automatic control for officers’ calls. 
4. Provide the soliciting officer a complete history 


of the account to take with him on his call. 


You'll have to see the system to appreciate what it can 
do for you. We've prepared a Management Controller 
which contains the actual forms, clearly outlines their 
functions. Call your local Remington Rand office, ask 
to see MC-736. Or write to Management Controls 
Library, Room 2561, 315 Fourth Ave., New York 10. 


Copyright 1950 by Remington Rand Inc. 


Rlemington. Frand 


THE FIRST NAME IN BUSINESS SYSTEMS 


















Roadblock To Economy— 
The Eccentric Check 


By F. A. ZARA 


Assistant Vice President 


HILE NO COMPILATIONS of 
W figures are available, it has 

been conservatively esti- 
mated that the present number of 
checks issued in the United States 
every year is in excess of 10 billion. 
That is an astronomical figure. It is 
so large that visualization is diffi- 
cult. For those statistically inclined, 
these checks, if placed upon the 
scales, would probably weigh 33 
million pounds. If that conveys 
little, then consider placing these 
“orders to pay” end-to-end, and 
they would form a ribbon of paper 
which would stretch five times be- 
tween the Earth and the Moon. As 
a supplementary “currency” and as 
a medium of exchange, their use 
and volume has been phenomenal. 
In dollars, this veritable snowstorm 
of checks is estimated at about one 
trillion, two hundred billion an- 
nually. They are handled and re- 
handled and processed through the 
various financial collection agen- 
cies and finally come to rest in 
the bank-bookkeeping departments 
throughout the country—except for 
the comparatively minute number 
which flutter back unpaid to their 
makers. 

The evolution of the form of 
check has been rapid, too. Origi- 
nally it was a dignified legal in- 
strument of more or less standard 
design, and limited in its context 
or composition to a simple written 
order directing a bank or banker 
to pay a specific sum of money. 

A customer opening an account 
became his own “draftsman.” His 
“systems man” had his own ideas. 
The active and eager professional 
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The National City Bank of New York 


The author asks for a new approach to the problem of irregular 
check design in order that banks might avail themselves of the 
reduced costs made possible by the latest technological advances. 






systems people, industrial engi- 
neers, and office appliance machine 
salesmen developed new ideas, 
forms, methods, and ways for han- 
dling the accounting problems sur- 
rounding the issuance of checks, 
and the machine manufacturers fol- 
lowed suit. The banks’ new business 
departments were so pleased to ac- 
quire new accounts and attractive 
balances that they were quite con- 
tent to accept anything the customer 
wanted in the form of a check. 
When a suggestion for change was 
offered by a methodically minded 
bank official, he had to face the 
threat that, “If you don’t like the 
kind of checks we use there are 
other banks that will be delighted 
to give us what we want.” How 
often have we heard that comment! 

Those of us who have given some 
thought during the past several 
years to the mounting volume of 
check clearances in this country, 
and have observed the countless 
forms of irregular check design, are 
concerned about the many re-han- 
dlings on manually operated ma- 
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cation of technological aids.” 


. . the check form is a legal instrument which should be issued 
only on protected safety paper, and for the sole use of the depos- 
itor to whom issued and by none other. That idea presupposes the 
imprinting of the customer's name on all checks, a practice which 
is fast taking hold and which will be of inestimable aid in reduc- 
ing the tremendous losses incurred each year by the fraudulent use 
of checks. Great progress in this direction is noted from coast to 
coast. With it, hand in hand, will come the possibility for appli- 















F. A. ZARA 


chines which their processing 
requires. It is increasingly clear 
that some new approach is in order 
if banks are to obtain the greatest 
benefits from the latest techno- 
logical advances. 


Check List Could Be Start 


A bank first receiving checks for 
deposit, payable either at its own 
office or that of another bank, might, 
for example, provide the means for 
subsequent handling and bookkeep- 
ing through an initial and simple 
listing. Such a procedure could 
render unnecessary the many re- 
petitive handlings and manual proc- 
essings through which these checks 
now pass. This listing might provide 
coded tapes, or a special face en- 
dorsement on the check itself 
which would serve as the means for 
scanning and the automatic actua- 
tion of mechanisms. 


Moreover, these by-products 


might open the door to a new con- 

cept of customers’ account rendi- 

tion, and result in the elimination 

of mailing and forwarding of the 
(Continued on page 17) 
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You can help them by making our 
Foreign Department Your Foreign Department 


Our services include: 


Collection of checks, drafts, coupons and Letters of Credit for financing imports 


other items payable in foreign countries. or domestic shipments, and for use as 


Remittances to foreign points by draft, travel funds. 


mail or cable. Reports on import, export and exchange 
Advances on checks, drafts, coupons and regulations of foreign countries. 


other items payable in foreign countries. 


Credit and Investment information 
Purchase and Sale of foreign currency from reliable sources. 
and coin. 


Through our Foreign Department your services to customers can reach around the world. 


Send for our folder “Foreign Trade Service” which describes 
in greater detail our foreign banking facilities available to you. 


Continental Illinois National Bank 
and Trust Company of Chicago 


LOCK BOX H, CHICAGO 90, ILLINOIS 
Member Federal Deposit Insurance Corporation 
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Once again Todd pioneers with the new Register 
Check Personal Money Order, the check your bank 
can issue in a single-step operation that takes as 
little as 10 seconds to complete! 

Now for the first time you can offer this high- 
speed remittance service that sharply reduces lobby 
lines. ..eliminates the dangers of “loose” checks get- 


ting into the wrong hands... gives you positive con- 


trol over check issuance because each check is 
individually numbered. In states in which banking 
regulations permit, these new checks can be offered 
by stores and other non-banking outlets to bring 
you more customers and increase your profits. 
Remember, with a larger “float” your bank can 
make more money...and there’s profit in the service 


charges, too! 


It will pay you to find out more about these new Register 


Check Personal Money Orders. For full details, clip and mail 


the coupon now. 


THE TODD COMPANY, Inc., Dept. BM, Rochester 3, N. Y. 


Please give us full information regarding the new Register Check 
Personal ‘Money Order. 


Bank 


is ROCHESTER © NEW YORK 
, SALES OFFICES IN PRINCIPAL CITIES 
DISTRIBUTORS THROUGHOUT THE WORLD 
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(Continued from page 14) 
instruments themselves, such as is 


the Continental and International 
custom. This in turn could result in 
curtailment and material lessening 
in the accounting and labor and 
other costs now expended by cor- 
porations particularly as applied to 
the periodic reconciliation and proof 
of outstanding checks and balances. 


There is a condition precedent 
to those possibilities, however— 
there must be a greater degree 
of standardization in the instrument 
itself. Checks must be standard in 
size and texture and conform to a 
uniform arrangement of the ma- 
terial. It would be quite impractical, 
if not impossible, to attain the full 
degree of successful application of 
such a system unless the media or 
source document lent itself to pre- 
cision machine feeding and registra- 
tion. From any engineering view- 
point, this seems to be essential. 

Today the check is not more, but 
discouragingly less, standard in 
form, size, shape, and composition 
than ever before. I say “discourag- 
ingly” because instead of being an 
instrument of exchange—simple, 
easy to read, and easy to handle— 
it has become a medium for the 
publicity man to sell his wares, and 
for the copywriters, inventors, and 
systems men the country over to 
turn into a complicated, cluttered, 
irregular, and eccentric accounting 
form. 

Trade-marks, slogans, reproduc- 
tions of products sold, street ad- 
dresses, post-office boxes and 
postal zone numbers, social security 
and withholding taxes, pensions, 
voucher data, restrictive clauses as 
to date and amount—all now crowd 
into the instrument. They confuse 
and retard the prompt handling 
and accurate recording of the essen- 
tial factors: “date,” “amount,” 
“drawer,” “drawee,” and “routing 
symbol.” 

Not content with this confusion, 
we are further confronted with the 
re-emergence of the ration-stamp 
features for savings, the use of 
postal card checks, and more re- 
cently, public utility bills for 
checks. Shapes and kinds without 
end, or in the words of Milton: 


“If shape it might be called, that 
shape hath 


None distinguishable in member, 
joint or limb.” 
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ELECTRONIC SCANNING 


TO DATA 
STORAGE 


TELEVISION 
NN. OPTICS CAMERA TUBE 


ELECTRONIC 
COMPARATOR 


The above is a rough sketch of a possible application of electronic scanning which may 
be utilized in connection with items in transit as well as in bookkeeping debits and 
credits to customers’ checking accounts. The image of the amount on the check with an 
identifying account number and check number is focused optically upon a television 
camera tube which transmits to a similar comparison device a voltage which is character- 
istic of the amount and which is identified by means of a comparison generator. The 


data storage machine stores the data either upon photographic film, magnetic tape, 


punched tape or punched cards. 


If these negotiable instruments 
have reached this almost incredible 
individualistic and eccentric state, 
the question pressing for answer is: 
Why has it been permitted, and why 
hasn’t something more effective 
been done to the end that the 
generally recognized benefits of 
standardization may become more 
universally available? 

The answer, it seems to me, is 
that banks as a whole have paid too 
little attention to, or have not fully 
realized the extent of, the trend. 
They have not sensed the possi- 
bilities of standardization and the 
benefits which might accrue to their 
depositors and to themselves if 
checks were more standard in size, 
composition, and substance. 


Further, we have been overselling 
the “open an account—have a 
checkbook” idea, with consequent 
high turnover in accounts opened 
and closed. Also, check blanks and 
checkbooks have become so popular 
that they are passed out with an 
amazing informality. In  conse- 
quence, the necessity to safeguard 
one’s checks has not been stressed. 
The result has been to look upon 
them as so much stationery, for 
possible bridge scores on the 5:41 
train, or for any other memorandum 
purposes. 

All this has tended toward the 
degeneration of the idea that the 
check form is a legal instrument 
which should be issued only on 
protected safety paper, and for the 
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issued and by none other. That idea 
presupposes the imprinting of the 
customer’s name on all checks, a 
practice which is fast taking hold 
and which will be of inestimable 
aid in reducing the tremendous 
losses incurred each year by the 
fraudulent use of checks. Great 
progress in this direction is noted 
from coast to coast. With it, hand in 
hand, will come the possibility for 
application of technological aids. 
With the imprinting of the de- 
positor’s name, a simultaneous im- 
printing of account number of 
predetermined classification and in 
a uniformly located and reserved 
position will be possible. Such 
identification will be either in code 
or numeric-alphabetic symboliza- 
tion and will permit the listing, 
handling, and the account rendition 
by a more fully automatic and faster 
process than is now possible with 
manually operated machines. 
Whether this machine develop- 
ment and the elements used will be 
electromagnetic or mechanical or 
a combination of both, or whether it 
will come about by use of magnetic 
tape instead of punched tape or 
punched cards, or through photog- 
raphy and microfilm in combina- 
tion with electronic “storage” or 
“memory” units, I do not believe 
anyone at this time really knows. 
But it is within reach, because the 
“know-how” is already here. 


ABA Supports Check Standardization 


In speaking of check standardi- 
zation, it would be remiss not to 
mention the valuable and worth- 
while studies and material which 
have been given and distributed to 
the banks throughout the country 
by the American Bankers Associa- 
tion. Through the Association’s 
Bank Management Commission the 
so-called “Headache” checks have 
been dramatized and publicized and, 
working closely with the Federal 
Reserve Banks, there have been 
perfected country-wide numerical 
routing symbols. 

All of this has proved most bene- 
ficial and a long step in the right 
direction. But the “options” as to 
over-all size of these bank checks, 
and the absence of rigid standards 
as to composition of material and 
drafting, and weight of paper and 
its substance, still leave the door 


18 





sole use of the depositor to whom~ open and prevent the more signif- 


icant steps waiting to be taken by 
research engineers. 


I am not suggesting a straight- 
jacketed instrument to which all 
must conform. There will always 
remain ample room for “individu- 
ality” in design, type composition, 
character, color, etc. But it is well 
known in the engineering field that 
no true mechanization can be had 
unless, and at least, the source 
document itself conforms to certain 
basic standards and precise meas- 
urements. 


One Over-All-Sized Bank Check 


The condition precedent to this 
beginning is one over-all-sized bank 
check. Not a series of sizes—but one 
over-all size for the use of all in- 
dividuals and corporations. What 
the exact size or measurement 
should be, is secondary. Obviously 
this uniform check should be smaller 
than the present “corporate” check 
sizes, and larger than the “indi- 
vidual” sizes. There is fundamen- 
tally no more reason why there 
should be several sizes of the paper 
currency in circulation. 


In evaluating these possibilities, 
it is, of course, essential that the 
proposals produce two results. First, 
it must be demonstrated that the 
change is generally desirable from 
an economic or labor-saving view- 
point; i.e., that these new electronic 
devices can be manufactured at 
reasonable cost. Secondly, it is nec- 
essary that this economic advantage 
be not limited to the banks them- 
selves—large or small—but should 
also be shared with business and 
industry. 


That great and beneficial changes 
and reduced costs are near at hand 
and will soon result in a greater 
simplification and dispatch in the 
handling-of paperwork in all offices 
is no longer a matter of speculation. 
The banks ought not to be too far 
behind in this procession. 


In fact, the problem of achieving 
a check that is standard in size, 
design and substance for all de- 
positors is susceptible of not too 
distant solution. It presents a prom- 
ising field for consideration of edu- 
cational programs, methods and 
techniques of office standardization 
and deserves the active interest and 
best thought of all bankers and their 
customers. 








Some Little-Known Facts About 
Well-Known Words 


This is the second of a series of 
articles describing the interesting 
backgrounds of words which are 
commonly used in bank work: 

So you work in a BANK? Chances 
are you have always taken the word 
BANK for granted and you have 
never realized that you are a part 
of something that has had a long 
and interesting career. The word 
BANK has two root sources. The 
Anglo-Saxon word was banke while 
the Latin word was bancus. The 
original meaning was something 
flat, like a shelf. In the old days, the 
bankers stood along the streets be- 
hind little wooden benches and did 
business—no_ bronze grills, no 
vaults, no Greek temples, no five 
o’clock closing. If ruffians attacked 
the banker and broke his bench, it 
was considered that the wood in it 
was unsound or rotten, hence from 
the Italian banca rotta, we have the 
word BANKRUPT. 

The words BANK and MONEY 
are practically synonymous. The 
word MONEY came from the Old 
French moneie and before that from 
the Latin name Juno Moneta who 
was the goddess of warning and in 
whose temple the first Roman mint 
was located. The word moneta came 
to mean a certain coin, then money 
in general and finally the mint 
where it was coined. 

Another word closely related to 
money and banking is the word 
FEE. This springs directly from the 
Anglo-Saxon word feoh, meaning 
cattle. In those days, cattle repre- 
sented a man’s wealth, and FEE 
came to mean money. I would like 
to see the faces of the Trust Depart- 
ment employees if someone brought 
a herd of cattle up the stairs to pay 
their escrow FEE. 

FINANCE is another word which 
is closely related to our profession. 
This word too has a Latin root 
which is easily recognized. The 
Latin word finis meant the end, or 
a payment that settled matters and 
hence closed the account. 

If you’re ever inclined to think of 
banking as just another job, remem- 
ber that you’re a part of a profession 
that has been an integral part of 
history since the earliest recorded 
times.—D. P. Huegli, assistant cash- 
ier, The First National Bank of 
Portland, Ore. 
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Her Dad’s Sleeping 


Peacefully, too... Thanks to You 


ANE is off to blissful slumber on the first 
J night of her long trip to college. Back home, 


her dad is resting peacefully, too, undis- 
turbed by worries about her mislaying her travel 
funds or being robbed. 

He knows the American Express Travelers 
Cheques in her handbag are full protection 
against loss and theft; and his peace of mind 
is strengthened by his knowledge that she'll 
experience no embarrassment, no inconvenience 
when she tenders them in payment. 

“American Express! Yes, Miss; what can I 
do for you?”—that’s the instant recognition, the 
universal acceptance with a smile she'll be 
accorded every time she spends one of these 
familiar blue cheques. 

Jane’s dad will appreciate the thoughtfulness 
of his banker in supplying her with the cheques 
that give her complete protection of her travel 


funds and full assurance of courteous service 
whenever she spends them. 

Fifty-nine years of continuous promotion have 
made American Express Travelers Cheques the 
most widely accepted cheques in the world—by 
those who carry them as well as those who take 
them in payment. 


They Command 
a World of Service 


In 167 American Express offices in 

the United States and abroad, your 

customers carrying our Travelers 
Cheques will find ready help in time of need, given with 
the same degree of courtesy, the same spirit of friend- 
liness they find at your bank. 

And this same great network of travel offices assures 
on-the-spot action and the speediest possible refunds 
when cheques are lost. 

American Express—and only American Express—is 
equipped to provide these final, full measures of travel- 
ers cheque service. 


AMERICAN EXPRESS TRAVELERS CHEQUES 


THE MOST WIDELY ACCEPTED CHEQUES IN THE WORLD! 
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Halloween 


Windows 


By J. E. BEDFORD 


first have been eliminated in 

Albany, California, and many 
other civic-minded cities by a clever 
public relations stunt. Just as good 
public relations is designed to build 
better community relations, this 
window painting project helps in- 
fluence public opinion. 

This window painting plan was 
developed by the Albany Chamber 
of Commerce to help eliminate the 
vandalism on Halloween. To further 
this plan, the local schools were 
asked to cooperate with the busi- 
nessmen. School officials selected 
student window painters from each 
of the first six grades in school. 

All students in the art classes 
prepared sketches of the windows 


S = WINDOWS on November 


Halloween Window on the American Trust Company's Albany Branch. 


Soapy windows on November Ist are giving way to juvenile 


art competitions, with banks sharing generously in the spon- 


sorship and the benefits. 


they would paint for the merchants. 
Then the cooperating businessmen 
selected the individual sketches 
they wanted on their windows. 
When the sketch was selected the 
winning student reported at the 
store and worked out a plan for 
painting the window. 

Halloween came on Thursday and 
on Monday evening after school the 
student window painters arrived at 
the appointed windows to paint 
pictures of spooks, goblins, and 
witches. When the work was com- 


pleted the businessmen’s committee 
sponsoring the competition judged 
the various windows and awarded 
the prizes—one to each participat- 
ing student. 

During the week that the goblins 
and the witches were parading on 
Albany’s windows the street traffic 
was heavier than usual. Customers 
window shopped and many entered 
the bank on the stimulus of the 
windows to ask more about the 
plan. Favorable comments were re- 
ceived by the participating busi- 


Merchants at Crystal Lake, Ill., also have encouraged youngsters to decorate store windows—with this result. 
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» NO OVERTIME 
J/AGAIN THIS WEEK! 


--- What’s happened 
to our bookkeepers? 


OF COURSE, many factors besides poor ledger paper 
contribute to overtime costs. But if the paper your 
bookkeepers use is not right, they are wasting minutes, 
needlessly —maybe hours—every working day. 

“Hammermill Ledger is easy to work with.” That 
is the comment we regularly receive. It means that this 
ledger paper does not slip in the machine, does not throw 
entries out of line, and that pen or pencil glides easily 
and quickly over its smooth, glare-free surface. 


If you need a printer who is ready and willing to supply 
your needs on Hammermill papers, call Western Union 
by number and ask “Operator 25” for the name of 
@ member of the Hammermill Guild of Printers. 


IK; 
pi My 
LEDGER 


~ 
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“THEY'RE USING 
HAMMERMILL LEDGER 
PPPIPP PPP PEEL PPP PPP 


NOW, SIR! WE 
SHOULD HAVE 
CHANGED TO THAT 
PAPER. LONG AGO!” 


Qualities like these have, for more than 35 years, made 
Hammermill Ledger the favorite with thousands of 
accountants, auditors, bookkeepers. They know that this 
splendid ledger paper takes clean printing impressions, 
rules pertectly, speeds record entry work. And—for ma- 
chine bookkeeping—they specify the special finish identi- 
fied by the watermark “Posting Finish.” 

See for yourself why thousands of firms standardize on 
Hammermill Ledger. Just send 
the coupon for the sample book 
showing available colors, 
weights and finishes. It’s free, 
and there’s no obligation. 


Hammermill Paper Company 


1505 East Lake Road, Erie 6, Pennsylvania 


Please send me—FREE — 2a sample book of Hammer- 


mill Ledger. 


Position siacelonsiepeniteeinip OTE ae 
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nessmen and everyone is planning 
a repeat performance again this 
year. 

The American Trust Company 
Albany Branch selected a scene of a 
haunted house complete with ghosts 
and bats for a spooky window. 
Another scene nearby had a witch 
on a broomstick riding through the 
sky. Imagination of the student 
window painters didn’t seem to 
know any bounds and the shopping 
public were interested in every 
window on the street. 

This same public relations win- 
dow display stunt will work in other 
communities. Before sponsoring 
such a plan, however, any bank 
should adopt a few safeguards. 
Ideas for these precautions are in- 
cluded in the following list of 
advantages and disadvantages of 
this public relations plan: 


Good Bank Publicity 


Cooperating businessmen in Al- 
bany received plenty of advance 
publicity in local newspapers about 
the student window painting. Par- 
ents of the painters were mighty 
proud of their children’s work and 
added to the publicity the bank re- 
ceived. Word of mouth publicity 
such as, “you must see the window 
at the American Trust Company 
that Johnny painted,” spreads 
quickly in the community. 

In addition to the publicity dur- 
ing the actual window painting 
there are advance notices about the 
plan. Then when the judging has 
been completed there is the prize 
awarding that will give the co- 
operating businessmen extra space 
in the newspaper. 


Attracts Window-Shoppers 


Window-shoppers, as a general 
rule, do not see something in a 
bank window and step inside on an 
impulse as they do with some de- 
partment store windows. However, 
every time a shopper is stopped by 
an unusual window display the 
name of the bank is planted in his 
memory. This long-range value of 
window displays will help build 
better relations for any bank. 

Holiday themes for window dis- 
plays are always good because they 
bring out large crowds of people. 
Business in general increases. 
People get in the holiday mood and 
spend more money. Even though 
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More Halloween window paintings which attracted attention and promoted good will in 
2 Albany, Calif. 


the bank’s volume doesn’t show a 
tremendous increase it helps create 
a festive atmosphere in the shop- 
ping district. 

When the bank window is com- 
pletely covered with a Halloween 
scene the interior is hidden. Activ- 
ity in the bank is hidden from 
view of the passing traffic. However, 
this doesn’t last for more than a 
week and the long-range effect of 
the publicity and curiosity appeal 
more than offsets this disadvantage. 

Poster paint, the kind used for 
painting these Albany Halloween 
windows, requires extra work to re- 
move. However, soap that is plas- 
tered on windows by Halloween 
pranksters is more difficult to re- 
move from the bank windows. 
Taking a choice between the two 
types of window cleaning, most 
people would rather remove the 
poster paint than soap. 

Selecting the student painter pre- 
sents a problem for the bank. In 
Albany the work was submitted 
without names and the businessmen 
made their selections on the basis 
of their preference for the Hal- 
loween scene. When this system 
is used and it is given plenty of 
publicity there is little danger of 
offending any good customers of the 
bank. 

A careful weighing of the ad- 
vantages and disadvantages of this 
plan will be sure to lead to the 
conclusion that it is very much 
worth while. Bankers have a partic- 
ularly large stake in the moral 
tone of the community in which 


they do business, and this sub- 
stitution of a friendly, festive and 
cooperative occasion for one which 
has been traditionally marked by 
acts of vandalism would appear to 
make the small investment of time, 
money and effort a very good one. 


Use Simple English 

Have you ever wondered why, on 
some occasions, your ideas didn’t 
get across? Perhaps the following 
will give you a clue—WHEN BIG 
WORDS DON’T REGISTER, USE 
SMALLER ONES. 

Scientists at the Bureau of Stand- 
ards finally had to drop scientific 
lingo to get across their ideas. Dr. 
George Russel Harrison, dean of 
the Massachusetts Institute of Tech- 
nology, told the story in a lecture: 
A foreign-born plumber in New 
York City wrote that he had found 
hydrochloric acid did a good job of 
cleaning out clogged drains. The 
bureau wrote: “The efficacy of 
hydrochloric acid is indisputable, 
but the corrosive residue is incom- 
patible with metallic performance.” 
The plumber replied he was glad the 
bureau agreed. Again the bureau 
wrote: “We cannot assume respon- 
sibility for the production of toxic 
and noxious residue with hydro- 
chloric acid and suggest you use 
an alternative procedure.” The 
plumber was happy again at bureau 
agreement with his idea. Then the 
bureau wrote: “Don’t use hydro- 
chioric acid. It eats hell out of the 
pipes.”—Special Bulletin, Financial 
Public Relations Association. 
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will your bank 
be in 1959? 


“Today is tomorrow’s yesterday” —the things you 
do today will affect the position and operation 
of your bank for years to come. 


Choosing a correspondent, for instance. 

If your bank is growing or is liable to face new 
problems in the next ten years, you’ll want a 
correspondent with the experience, the facilities and 
the capital to handle anything 

that MIGHT come up. 


That’s why we would like to talk to you about 
the services of the Philadelphia National. 
Then we can get to know you and we'll be 
ready to best serve your interests — 

whenever they may arise. 


Isn’t that YOUR idea of good banking? 


THE PHILADELPHIA NATIONAL BANK 


Organized 1803 PHILADELPHIA 1, PA. 
Member Federal Deposit Insurance Corporation 


October, 1950 





Friendliness 


In Action 


By CARL E. BATY 
Toledo, Ohio 


HEN THE SYLVANIA Savings 
W Ex of Sylvania, Ohio, 
planned a branch in the 


residential neighborhood of Rey- 
nolds Corners, here’s what they had 
in mind: 

@ a bank to serve the locality— 
to serve a large number of 
small business and family ac- 
counts 
a bank large enough to handle 
its own bookkeeping, loan, 
safety-deposit and other func- 
tions—to operate independ- 
ently of the parent bank 
a bank small enough to have 
depositors known personally 
by cashiers and bank officers 
a bank that would be a 
friendly place in which to do 
business and a pleasant place 
in which to work 

The result of this planning is a re- 
volt against traditional bank con- 
struction; a revolt that carries out 


the desires of Don W. Beveridge, 
president, and Stanley R. Hessel- 
bart, manager. “We tried to make 
our new building a more friendly 
place,” Mr. Hesselbart relates, “and 
we began by throwing out stern, 
cold, and cheer-inhibiting features 
we had experienced in other banks. 
If we had it all to do over again, 
it'd be a lot easier, because we’re 
delighted with the details as we 
finally worked them out here.” 
From the outside, the new Syl- 
vania Savings Bank Branch is 
an artistically designed brick and 
sandstone structure, with aluminum 
framed windows and large areas of 
glass—in both the windows and the 
glass-doored entry. Venetian blinds 
add to the contemporary design— 
with the convenience of being able 
to shut off the view into the bank 
when it closes at 2:30 p.m. At that 


The interior of The Sylvania Savings Bank has a fresh and pleasant appearance. 
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time, a blond oak woven pattern 
screen serves as a blind at the door. 
An adjacent parking lot provides 
off-the-street space for more than 
a dozen customer’s cars. 

Inside the appearance is fresh 
and pleasant—from a warm-toned 
tile floor, blond oak teller cages, 
partitions, and work tables, an 
acoustical ceiling and long channels 
of fluorescent lights. The oak fix- 
tures were custom-built to archi- 
tects’ specifications by the Toledo 
Show Case Co. of Toledo, Ohio. 
Desks of officers are light oak to 
match the custom-built fixtures. 
Enclosed booths for safety-deposit 
customers are similarly constructed, 
using translucent glass for privacy. 


Cork Floor Decreases Fatigue 


Two features in each cashier cage 
show that the planners knew what 
it was like to work in them. Plain 
grillwork between the cashier and 
customer and low partitions with 
glass sections between cashier cages 
make conversation easier; at the 
same time it gets rid of the “caged” 
feeling that “gives bank cashiers 
claustrophobia.” And to help the 
cashier to smile happily all day 
when greeting customers, each 
cage has a resilient cork floor. Ac- 
cording to Mr. Hesselbart, this one 
feature has been extremely valu- 
able in decreasing fatigue that 
normally results from standing on 
hard floors. 

A sound-wave indicator in the 
vault is set whenever the door is 
closed, and will ring an alarm 
whenever there is an unusual vi- 
bration. The vault has a conven- 
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tional time lock, and silent signal 
switches are located at critical 
points throughout the bank. Warn- 
ing systems are connected to sound 
alarms in the near-by police station. 
A conference room at the rear of the 
bookkeeping area completes the 
floor plan. 


Thrift Essential To Preserve 


Our Civilization 


If the principal weapon of our 
side of the economic struggle is 
wealth, then its wise expenditure is 
as important as the accumulating 
and safeguarding of wealth, Joseph 
Earl Perry, chairman of the savings 
and mortgage development com- 
mittee of the savings and mortgage 
division of the American Bankers 
Association, recently reported to 
members of the division. Mr. Perry 
is president of the Newton Savings 
Bank, Newton, Massachusetts. 

“Thrift includes wise spending as 
truly as wise saving,” Mr. Perry 
said. “Many things are needed to 
save our civilization; but without 
thrift, failure would be inevitable. 

“As bankers, we have been prone 
to concentrate our attention on the 
mechanics of safeguarding wealth 
to the neglect of our broader op- 
portunities and responsibilities in 
the realm of economic statesman- 
ship. 

“At this mid-century and mid- 
epoch moment, the basie problems of 
the world are spiritual; but their 
manifestations are almost entirely 
economic. In an economic sense, two 
world wars and a world depression 
have reduced a large family of na- 
tions to two warring groups—the 
principal weapon of one being pov- 
erty, and the principal weapon of 
the other being wealth. If all the 
nations were to become equally 
poverty stricken, communism would 
win its world conquest. If all the na- 
tions were to become equally pros- 
perous, capitalism would win. The 
essence of capitalism is thrift. The 
essential machinery of thrift is 
banking. The most important task of 
the committee on savings and 
mortgage development would be 


® Well! First time anybody ever heard 
our Miss Elderman complain about the 
\Judge! He likes to serve on Committees 
... but she has to send out the notices 
lof meetings, and reports. 

@ Somebody should tell her about the 
DM ...new desk model postage meter 
for small mailers, which does away with 
adhesive stamps and sticking, makes 
mailing a lot easier! 

e@ No larger than a desk phone the DM 
prints postage for any kind of mail— 
directly on the envelope, with dated 
postmark, and optional small ad. Hasa 
built-in sealer for envelope flaps. Even 


PITNEY-BOWES 


“If he’d only stop joining things—” 


handles parcel post! 

® Postage is set in the meter at your 
postoffice, and protected from damage, 
loss and theft. Visible registers show the 
amount of postage on hand, amount 
of postage used. 

@ Now there’s a postage meter forevery 
bank, large or small... Call the nearest 
PB office, or send coupon for 

illustrated booklet. a 

@ Pirney-Bowes, Inc. in «+7 
Stamford, Conn.... Largest 

makers of mailing machines», 


offices in 93 cities in 3 2 


U.S. and Canada. 


: 


PITNEY-BOWES, Inc. 


achieved if in some way it could 
transmit to the American bankers 
and through them to the American 
people a realization of the epochal 
importance of individual and col- 
lective thrift.” 


Postage 3843 Pacific Street, Stamford, Conn. 
Send the booklet on the DM. 
Meter Name - 


Firm 


Address - 





| World's leading makers of mailing machines . . . 
| offices in 93 cities in the U. S. and Canada. 
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(Answers on page 40) 


In any analysis of an application for credit, pri- 
mary emphasis should be placed upon (1) value 


of assets, (2) ability to pay, (3) amount of indebted- 
ness. 


In making a mortgage loan, the banker should 

see to it that the security, condition of the bor- 
rower and terms are such that there will be no possi- 
bility of default or difficulty of any kind. T. F. 


In the case of a loan to a veteran, he should be 
impressed with the precariousness of his position 

and made to understand that the bank will insist upon 

strict performance, regardless of circumstance. T. F. 


The sense of obligation of a debtor is strongest 
at the time of the initial default and grows less 
as the number of payments in default increases. T. F. 


Terms of a GI loan may be extended in order to 
cure a default or avoid imminent default without 


advance approval by the Veterans Administration. 
a5 ¥. 


Foreclosure of defaulted loans is a prerogative of 

the bank holding the loan which should be ex- 
ercised whenever a default occurs as an example to 
other borrowers. T. F. 


It is conservatively estimated that the number of 
checks issued in the United States every year is 

in excess of (1) 12 billion—(2) 8 billion—(3) 10 

billion. (Check one) a 


8 | The dollar value of these checks is estimated at 
(1) $850 billion 
(2) $1 trillion, 200 billion 
(3) $2 trillion, 100 billion (Check one) 


Checks are steadily becoming more uniform in 
size and design. T. F. 


The check is a proper means of advertising the 
drawer’s business. T. F. 


Checks should be prepared for the sole use of the 
depositor to whom issued. T. F. 


The terms United States Notes and “Greenbacks” 
referred to the same issue of currency. T. F. 


National Bank Notes were first authorized in 


1863, and their issuance was discontinued in 1935. 
ee 


Gold certificates were issued by the Secretary of 

the Treasury against deposits of gold 1863-1934. 
No other currency ever authorized by the United 
States was payable in gold coin. T. F. 


Silver certificates are now issued only in denomi- 
nations of $1, 35, and $10. T. F. 


The use of deposit and withdrawal slips is no 
longer an essential part of Savings Department 
procedure. T. F. 


In what type of stock transfer does an equitable 
title take precedence over a legal title? 


What properties would be included under the 
heading of “other real estate,” as listed on the 
bank’s statement? 


a.The bank’s own building; b. Real estate 
owned by the directors; c. Real estate which has 
been taken over because of unpaid loans; d. Real 
estate which the bank is buying on payments. 
(Check one) 


Does the law state a specific form for stopping the 
payment of a check? 


a. An unsigned duplicate of the check in ques- 
tion is required; b. Notice of stop payment for 
the amount required is sufficient; c. Any notice 
describing fully the check in question is sufficient. 
(Check one) 


To whom should you give evidence of a forged or 
altered government check? 

a. U. S. Secret Service; b. F.B.1.; c. U. S. Mar- 
shal; d. Department of Justice. (Check one) 
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Serves Your Community 


Businesses, homes, personal and public property, 
individuals . . . they're all protected by the wide in- 
surance coverages offered by this man. . . your local 


insurance agent. 


He serves you and your community faithfully and well... 
offering you professional advice . . . relieving you of 
worry and responsibility. Consult him as you 
would your doctor or lawyer. 

For claim service in an emergency, call Western Union by 


number and ask for Operator 25, who has the name and 
address of your nearest U.S. F. & C. Agent. 





United States Fidelity & Guaranty Company, Baltimore 3, Md. 
Fidelity & Guaranty Insurance Corporation, Baltimore 3, Md. 
Fidelity Insurance Company of Canada, Toronto 


CONSULT YOUR INSURANCE ACENT OR BROKER 
AS YOU WOULD YOUR DOCTOR OR LAWYER 
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Now...every bank has this choice- 


ove BUY" RENT 


Fes is important news for the many thou- 
sandsof banksnow using Recordak microfilming 
equipment...and for all banks who may con- 
sider installing it— 


Now, as an alternative to its established 
rental plan, Recordak announces an attractive 
purchase plan for banks desiring outright 
ownership of Recordak microfilming equipment. 


If you are now renting Recordak micro- 
filming equipment and wish to buy if .. . 
you will receive a credit allowance equal to 4 
the present monthly rental charge for each 
month of the installation period—up to a maxi- 
mum of 36 months. 


Thus, you'll be able to buy, at surprisingly 
low cost, the equipment that has already proved 
its worth in your bank. And you'll get—from 
date of purchase—two years of free service, 


. including parts replacement if necessary. 


If you are now renting Recordak microfilm- 
ing equipment and wish to continue doing so, 
the popular rental plan with which you are 
familiar remains unchanged! Your low monthly 
rental charge includes servicing, and parts re- 
placement if necessary. 


However, should you, in the future, decide 
to buy your present equipment you will re- 
ceive credit allowances as cited above. 


Consult your local Recordak Representative soon! 


If you now have Recordak equipment he will compute your 
credit allowance... give you full details on the new purchase plan. 


If you do not have Recordak microfilming equipment as yet, 
he will show you the low cost of bringing its advantages to your 
bank with either the rental or purchase plan. Recordak Corpora- 
tion (Subsidiary of Eastman Kodak Company), 350 Madison Avenue, 
New York 17, N. Y. 


=RECORDEK 


(Subsidiary of Eastman Kodak Company) 


originator of modern microfilming — and its application to banking systems. 


“Recvordak”’ is a trade-mark 
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The No-Ticket System of Savings Records 
Saves Time and Prevents Forgeries 


Nearly a year ago, we installed 
National Cash Register savings 
window posting machines which 
are used to make all ledger and 
pass book entries covering savings 
account transactions in our bank. 
The elimination of deposit tickets 
and withdrawal slips and other re- 
sulting advantages have proved to 
be very much worthwhile, and we 
are glad to share our experience 
with the other readers of Bankers 
Monthly. 


The procedure is simple in the 
extreme. Both the ledger card and 
pass book are inserted in the ma- 
chine. We then set up the date, the 
old balance and the amount of the 
deposit or withdrawal, and the ma- 
chine records the date, amount of 
deposit or withdrawal, and new 
balance on both the card and book 
in a single operation. If the trans- 
action is a withdrawal, we ask the 
depositor to sign the card opposite 
the withdrawal and the new bal- 
ance as a receipt for the amount 
withdrawn. 
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All detail which formerly was 
listed on the deposit ticket can be 
set up on the journal tape by the 
use of Old Balance and Book In- 
terest keys. If a portion of the 
items is to be paid to the depositor, 
a sub balance can be taken and 
the subtraction put through the 
Overdraft key, thus furnishing a 
complete record of the transaction. 

The absence of deposit tickets 
and withdrawal slips is a decided 
advantage growing out of the use 
of this system. Our previous ex- 
perience indicates that our tellers 
would have to fill out most of the 
deposit tickets, and they now are 
spared that chore. Moreover, the 
tellers and others are saved the 
time previously consumed in sev- 
eral handlings of these tickets and 
slips. Their absence has also re- 
sulted in a notable saving of stor- 
age space. 

Errors in posting are minimized 
and readily discovered when they 
occur, because the customer is 
quite likely to check the entries on 








his pass book, which are an exact 
duplicate of the teller’s ledger en- 
tries. For the same reason, there 
is little or no possibility of a later 
misunderstanding or argument. 

There is practically no danger of 
fraudulent withdrawals by a dis- 
honest person due to the fact that 
the teller has one or more signa- 
tures of the owner of the account 
on the ledger card. It would be 
obviously foolhardy for anyone to 
make the attempt. 

To balance the day’s work, it is 
merely necessary to total the de- 
posits and withdrawals as recorded 
during the day, and determine the 
difference between them. This dif- 
ference is then either added to or 
subtracted from the previous day’s 
total—Carlos L. Hill, Assistant 
Treasurer, Maine Savings Bank, 
Portland, Me. 


Fifty Years Of 


Banking Education 


By Richard W. Hill and Marion Turner. Pub- 
lished by the American Institute of Banking 
Section of the American Bankers Association, 
New York. 696 pp. Price: $5.00. 


This history of the American In- 
stitute of Banking is the result of 
five years of research and writing 
by the late Richard W. Hill, for 
many years national secretary of the 
A. I. B., and Miss Marion Turner, 
assistant to educational director. 

The writing of the history was 
the climax of the first half century 
of the A. I. B. It was designed to 
preserve the records of these fifty 
years in an interesting and highly 
readable style which would be read 
by persons interested in this sort of 
review and serve equally well as a 
reference. 

To those who have been active in 
in the A. I. B. for any considerable 
period of time, the volume is rich 
with colorful reminiscences about 
the beginnings and growth of the 
institute. Many familiar names will 
be found throughout the book—men 
and women who have made great 
contributions to the building of the 
institute and modern banking in 
general. It paints a fascinating pic- 
ture of a significant movement 
peculiar to the banking business 
alone which has done much to unify 
the banking system of the country, 
to lift its ideals, to spread essential 
knowledge, and to qualify a large 
number of thé men who are now the 
managers of American banks. 
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Pe on a well curb in 

the garden, a British sur- 

geon, Dr. Richard Shuckburg, 

watched reinforcements from 

New England arriving in motley array to 
join General Abercrombie’s forces before 
the attack on Ticonderoga in 1758. To the 
lively young surgeon, accustomed to dap- 
per, well-equipped British officers, the “rab- 
ble in arms” were objects of ridicule and in 
a spirit of mockery he penned the words of 
“Yankee Doodle,” adapting them to an air 
long popular in Europe. Eventually, how- 
ever, the derided Yankees had the last 
laugh, for “Yankee Doodle” was a rallying 
cry during the Revolution and became 
America’s first patriotic song. Nor were the 
British any longer amused when, after Bur- 
voyne’s defeat at Saratoga, the Americans 
lustily chanted “Yankee Doodle” as the sur- 
rendering troops laid down their arms. 

Fort Crailo where “Yankee Doodle” is 
believed to have been written was the manor 
house of Rensselaerwyck, home of the Van 
Rensselaer family on the east bank of the 
Hudson in the town which now bears their 
name. Kiliaen Van Rensselaer, wealthy dia- 
mond merchant of Amsterdam, began to 
acquire his property in 1630, only twenty- 


one years after Hendrick Hudson’s explora- 
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tory voyage, and increased his holdings 
until his patroonship included more than 
700,000 acres. A director of the Dutch West 
India Company, the patroon never saw his 
vast estate which he named Crailo, or 
Crows’ Woods, but administered it by 
means of letters to his agents. 

Among the early settlers was a pastor, 
Domine Megapolensis, sent to “administer 
and perform divine service for 
the colony.” The house built 
for him and also used as his 
church may have stood on or 


near the site of Fort Crailo, 


for stones in its foundation FIRE 


bear the initials K.V.R. and 
the date 1642. 


In 1886 a tablet was placed on Fort Crailo 
erroneously stating that the house was built 
in 1642 and was supposed to be the oldest 
building in the United States, but neither of 
these claims was correct. Though the exact 
date is not known, the present structure was 


probably built soon after 1704 and a rear 


Dirthplace of 
C Yankee hoodle 


wing added about 1762. The house was evi- 
dently intended as a stronghold for the 
walls are eighteen to twenty inches thick 
and there are loopholes for muskets. During 
the French and Indian War it was used as 
General Abercrombie’s headquarters. 

After belonging to the Van Rensselaer 
family for many years, in 1924 Fort Crailo 
was offered to New York State. It is now 
maintained as a museum by the State De- 
partment of Education. 


* * * 


The Home, through its agents and brokers, is 
America’s leading insurance protector of Amer- 


ican homes and the homes of American industry. 


* THE HOME « 
Srdurance Company 


Home Office: 59 Maiden Lane, New York 8, N. Y. 


e AUTOMOBILE ° MARINE 


The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 


Copyright 1950, The Home Insurance Company 
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This installment completes Mr. 
Dillistin’s history of our paper 
money, which began with a dis- 
cussion of state bank note issues 
in the September issue. 


By W. H. DILLISTIN 


General Auditor, Federal Reserve Bank 
of New York 


N SEVERAL OCCASIONS between 
O the War of 1812 and the 

Civil War, the Government 
made small issues of Treasury notes 
(in the years, 1812-15, 1837-43, 
1846-47, 1857, 1860-61). Usually 
these issues were made in varying 
denominations ranging down to $50. 
In at least one instance (1815), the 
notes in denominations less than 
$100 did not bear interest, and 
usually the notes carried the right 
to be presented to the Government 
in payment of any debts owed the 
United States; the issues were 
transferable by delivery, or by 
delivery and assignment. Some of 
these Treasury notes appear to have 
been used as a circulating currency, 
but at no time was there any large 
volume of them in circulation. 


Demand Notes 


The first “real” paper money is- 
sued by the Government of the 
United States consisted of noninter- 
est-bearing Treasury notes of the 
denominations of $5, $10, and $20 
authorized under acts passed in July 
and August 1861. They were printed 
with backs in green, from which 
the term “greenbacks” was derived. 
These notes were payable at desig- 
nated subtreasuries located in New 
York, Philadelphia, Boston, Cin- 


cinnati, and St. Louis. A total of 
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60 million dollars was authorized. 
They are referred to in current 
Treasury publications as “Old De- 
mand Notes,” and approximately 
$53,000 are still outstanding. These 
notes have been dropped from the 
circulation figures, but appear on the 
public debt statements as an item 
of debt bearing no interest. Demand 
notes were followed over the next 
53 years by nine different types of 
paper money, of which a more or 
less brief description will be given. 


United States Notes 


United States notes, also referred 
to as “‘greenbacks,” were first au- 
thorized in February, 1862. The 
original issue was for 150 million 
dollars, of which 50 million dollars 
was issued for the purpose of re- 
tiring the “old demand notes” 
referred to above. They were origi- 
nally issued in denominations of $5, 
$10, $20, $50, $100, $500, and $1,000. 
In July, 1862, notes of the denomi- 
nations of one and two dollars were 
authorized This was the first issue 
of these denominations by the 
United States Government. A few 
years later, notes of the denomi- 
nations of $5,000 and $10,000 were 
also authorized. While the larger 
denominations have not been issued 
for a great many years, a recent 
Treasury statement indicates that 
908 five-hundred-dollar notes and 
509 one-thousand-dollar notes are 
still outstanding. 

The total amount outstanding is 
now maintained at less than 350 
million dollars. United’ States notes 
are now issued in denominations of 
$2 and $5 only, although about a 
year and a half ago approximately 
two million one-dollar notes of this 
type (Series of 1928) were placed 





in circulation. This was the only 
issue of that denomination in the 
small size notes. These notes, bear- 
ing a red seal, are one of the three 
types in general circulation today. 


National Bank Notes 


National bank notes constituted 
an important part of the paper 
money in circulation in this country 
for a period of about fifty years 
(1864-1914). They were authorized 
under the act of February 25, 1863, 
and were first placed in circulation 
in December of that year. For ap- 
proximately the first twenty years 
they were issued in denominations 
$1, $2, $5, $10, $20, $50, $100, $500, 
and $1,000. About 1879, the issue 
of the two lowest denominations 
was discontinued, and the issue of 
the two highest denominations was 
discontinued about 1885. 

For about ten years these notes 
were all printed by private com- 
panies in New York City from 
plates engraved by them. The de- 
signs are most picturesque and in 
several instances the principal vig- 
nette on both the obverse and re- 
verse of most denominations are 
reproductions of famous paintings. 

Few present-day national bankers 
are aware that their banks in the 
early days issued one- and two-dol- 
lar national bank notes. The report 
of the Treasurer of the United 
States as of a recent date, however, 
shows that 339,768 one-dollar and 
80,861 two-dollar national bank 
notes are still outstanding. As of 
November 1, 1875, about the time 
that the American Bankers Asso- 
ciation was established, 3,954,450 
one-dollar and 1,223,129 two-dollar 
national bank’ notes were in cir- 
culation. Of the larger denomina- 
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..-worth a second look! 


Power to attract and hold the eye is a good characteristic in any product. 
» » In check papers, of course, safety comes first, but La Monte Safety 
Papers also possess physical attractiveness that invites a second look. And 
- this is no accident. Through nearly 80 years of safety paper production, 
maintenance of fine quality has been a hard and fast La Monte rule. » » 
Public-relations-minded bankers from coast to coast have turned the superi- 
ority of these fine papers to their own advantage. Why not ask your lithog- 
rapher to show you samples? 


A Check Paper All Your Own 


Thousands of banks and many of the larger corporations use La Monte 
Safety Papers with their own trade-mark or design made in the paper 
itself. Such 1np1vipuALizeD check paper provides maximum protection 
against both alteration and counterfeiting—makes identification positive. 


THE WAVY LINES @ ARE A LA MONTE TRADE-MARK 
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tions, the Treasurer’s report even 
now shows that 173 five-hundred- 
dollar notes and 21 one-thousand- 
dollar national bank notes are still 
outstanding. 

National bank notes in circula- 
tion appear to have reached their 
high point in February, 1934, when 
more than 941 million dollars were 
reported as outstanding. On July 22, 
1932, an act was passed which pro- 
vided for the expiration on July 22, 
1935, of the circulation privilege 
conferred on United States bonds. 
The two issues of bonds then eli- 
gible as security for circulation 
were called for payment on July 1, 
1935, and August 1, 1935; thereafter, 
interest ceased on the bonds and 
funds were deposited by the banks 
with the Treasurer of the United 
States to retire their outstanding 
notes, which on June 30, 1935, 
totaled approximately 708 million 
dollars. Since that date the total 
outstanding has been reduced by re- 
demptions to less than $88,000,000. 

National banks that came into 
existence as the result of a conver- 
sion of a State bank usually as- 
sumed the liability of any such 
bank for State bank notes outstand- 
ing. As of December 2, 1867, such 
national banks had aggregate lia- 
bilities of $6,961,499 for State bank 
notes issued by their predecessor 
State banks. By October 1, 1875, 
this amount had been reduced to 
$772,348 and ten years later it had 
been further reduced to $136,898. 

Most of the States passed legisla- 
tion enabling national banks to re- 
lieve themselves of these liabilities. 
In New York, for instance, national 
banks were permitted to publish 
notice which in effect provided that 
after a lapse of six years they 
would no longer be liable for the 
redemption of State bank notes 
issued by their predecessors. Such 
banks after the expiration of the 
statutory period usually credited 
the balance still outstanding to their 
profit and loss account. 


National Gold Bank Notes 


During the first seven years of 
the National Bank Act (1863-70), 
more than 1700 national banks were 
organized, not one of which was 
located in California, where “hard” 
money was practically the only cir- 
culating medium and where a strong 
aversion existed toward legal tender 
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and national bank notes, When the 
American Bankers Association was 
established in 1875, there were nine 
national banks operating in Cali- 
fornia that issued a distinctive form 
of paper currency payable in gold 
coin. These notes were authorized 
under an amendment to the Na- 
tional Bank Act, passed July 12, 
1870, and were known as national 
gold bank notes. The first national 
bank to be established in California 
was The First National Gold Bank 
of San Francisco (now operating 
as Crocker First National Bank of 
San Francisco), which was char- 
tered on November 30, 1870, its only 
predecessor on the Pacific Coast 
having been The -First National 
Bank of Portland (Oregon), which 
began business in 1865. 

These gold banks operated at a 
competitive disadvantage with the 
regular national banks. In the first 
place the national gold banks could 
issue circulating notes only up to 
eighty per cent of the bonds de- 
posited to secure the notes, while 
the regular national banks could 
issue notes up to ninety per cent of 
the bonds so deposited. In the 
matter of reserves against circulat- 
ing notes, each national gold bank 
was required to “. . . keep on hand 
not less than twenty-five per cen- 
tum of its outstanding circulation, 
in gold or silver coin of the United 
States...” The regular national 
banks in sixteen large cities (in- 
cluding San Francisco) were re- 
quired to maintain a reserve on 
hand in lawful money (which in- 
cluded legal tender notes and cer- 
tain forms of specie) equal to at 










least twenty-five per cent of their 
notes in circulation, while the re- 
serve requirement of national banks 
in other places was only fifteen per 
cent of outstanding circulation, of 
which three-fifths could consist of 
balances due from banks in the 
larger cities where the twenty-five 
per cent reserve requirement was in 
effect. 


Two Gold Banks Still Operating 


As of October 2, 1879 (over nine 
years after these banks were au- 
thorized), the only national banks 
operating in California were eight 
of the original nine national gold 
banks. At that time there were only 
two other national banks in opera- 
tion on the Pacific Coast. These 
eight national gold banks had total 
assets of approximately $8,717,000, 
while 83 savings, commercial, and 
private banks in California in the 
same year had total assets of $126,- 
155,418. The gold banks were au- 
thorized in 1880 to convert into 
regular national banks, and the last 
gold bank ceased to exist as such 
in 1884. Two of the original national 
gold banks are still in operation as 
regular national banks, however. 

National gold bank notes were 
issued in the same denominations as 
the conventional national bank 
notes, and the total amount issued 
aggregated $3,465,240. October 31, 
1914, the latest available date, $74,- 
339.50 of these notes were reported 
as outstanding. The notes resemble 
in most respects the regular na- 
tional bank notes that circulated at 
the same time. 


Fractional Currency 


In July, 1862, gold was at a pre- 
mium for legal tender notes of from 
10 to 15 per cent. This situation had 
developed shortly after the attack 
on Fort Sumter in April, 1861, and 
the suspension of specie payments 
in December of the same year. Sil- 
ver coin soon began to disappear 
and considerable amounts were 
hoarded and larger amounts were 
exported to Canada and South 
America. Businessmen offered a 
premium of from 10 to 12 per cent 
for small amounts of silver coin as a 
convenience in making change. 

As a result of the shortage of 
coin, many corporations—and even 
individuals—issued - obligations in 
denominations of less than one dol- 
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NVESTMENT BRINGS YOU 


i 
ALL THE ADVANTAGES 


BURROUGHS MICROFILMING 


Burroughs gives you speed—from the finest recorder ever developed . . . precision 
built by Bell & Howell. Photographs up to 400 checks a 
minute with automatic feed ... 100 a minute with hand feed. 


Burroughs gives you savings — from a 37-1 reduction ratio, the greatest in high- 
speed microfilming. More documents on each foot of film 
means less film to buy. 


Burroughs gives you clarity—the recorder takes sharper, clearer pictures, for pro- 
jected images unequalled for easy readability. And 
Burroughs maintains 23 strategically located processing 
centers for fast service—anywhere. 


Burroughs gives you long-range economy—from outright ownership. One invest- 
ment brings you all the advantages of the finest micro- 
filming equipment . . . no leasing charges to build costs 
higher and higher through the years. 


Burroughs gives you complete satisfaction—from an installation you know is 
right for your bank because it is based upon Burroughs 
60 years’ association with banking procedures; from 
dependable equipment that is built by Bell & Howell to 
uncompromising standards of quality; from an imme- 
diately available, nationwide mechanical service organi- 
zation that keeps your equipment running right. 


NT NAMES IW MICROF iM yy Find out what Burroughs microfilming can do for your 


Bell « Howell 
MANUFACTURER 
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bank. Call your Burroughs man for a demonstration today. 
Burroughs WHEREVER THERE’S BUSINESS THERE'S 
DISTRIBUTOR 


Burroughs 



















Strengthen Your 
Doubtful Risks 


With Lawrence 
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» ein by its prevailing risk 
criterion, a bank’s portfolio 
contains many loans on open 
account which may well be 
placed on a secured basis. 


Lawrence warehouse receipts, 
issued on the borrower’s inven- 
tory, will protect the lender with 
fundamentally sound collateral. 

New“Small Business” Depart- 
ment now extends Lawrence 


service to inventories valued as 
low as $5,000. 


Lawrence warehouse receipts 
are supported by the strongest 
financial statement in the field 
warehouse industry. Lawrence 
has always discharged, in full, 
its liability to all holders of 
Lawrence Warehouse receipts. 

Lending institutions have 
profited with Lawrence field 
warehousing in dealing with 
more than 20,000 business 
firms, over a period of 35 years. 


































































































Booklet Gives Field Warehouse Facts 











Tells how Lawrence 
field warehousing 
makes secured credit 
possible for accounts 
in your portfolio. 
Write for free copy, 
**Borrowing on 
Inventory.” 


AWRENCE \WAREHOUSE 


OMPANY 


Nationwide Field Warehousing 
DIVISION OFFICES: 


SAN FRANCISCO 11, CALIF. NEW YORK 5,N.Y. 
37 Drumm St. 72 Wall St. 
CHICAGO 2, ILL. 
100 N. La Salle St. 
Los Angeles * Boston © Philadelphia © Pittsburgh 
Buffalo © Cleveland « Cincinnati * Kansas City 
St.Louis © Atlanta « Des Moines ¢ Charlotte 
New Orleans * Houston « Dallas « Denver © Phoenix 
Portland « Seattle * Spokane * Stockton « Fresno 
Washington, D.C. © Manila, P. I. 


















































































































































lar in the form of tickets or due 
bills. In July, 1862, an act was 
passed which authorized the issue 
of postage and other stamps of the 
United States for the purposes of 
change. They were receivable in 
exchange for United States notes, 
and in payment of all dues to the 
United States, in sums of less than 
five dollars, and were issued in de- 
nominations of 5, 10, 25, and 50 
cents. They were replaced in March, 
1863, by fractional currency. A pre- 
vious act had prohibited private 
corporations, banking associations, 
and individuals from issuing or cir- 
culating notes for fractions of a 
dollar. That act, however, did not 
prohibit municipalities from issuing 
such obligations, and considerable 
amounts were placed in circulation 
by cities and towns throughout the 
United States. 


Issue Ceased in 1876 


The fractional currency was 
limited to 50 million dollars, with 
the highest amount outstanding at 
any one time slightly in excess of 
49 million dollars, while the total 
amount issued was 3684 million 
dollars (including reissues). The 
denominations of fractional cur- 
rency issued included those pre- 
viously mentioned and in addition 
notes of three cents and fifteen 
cents. Their issue ceased in Febru- 
ary, 1876. 

As of June 30, 1875, the amount 
of fractional currency outstanding 
was slightly in excess of 42 million 
dollars. Five years later the amount 
outstanding had been reduced to 
$15,590,888.37. It was then esti- 


mated that $8,375,934 of the 
fractional currency was lost to 
circulation, and accordingly, in 


stating the amount outstanding on 
June 30, 1880, the total was reduced 
to $7,214,954.37. On December 31, 
1920, on the basis of a new estimate, 
the amount stated as outstanding 
was reduced from $6,842,066.45 to 
$2,000,000. On the basis of these re- 
ductions and through redemptions, 
the amount stated as outstanding 
as of a recent date was approxi- 
mately $1,967,000. This liability has 
been dropped from the circulation 
figures, but appears on the public 
debt statements as an item of debt 
bearing no interest. 

Gold certificates were first au- 
thorized by the act of March 3, 1863, 
when the Secretary of the Treasury 











U. S. GRANT 


During the administration of President Grant 
(1869-1877), the A. B. A. was founded and 
national gold bank notes were first issued. 


was permitted to receive deposits 
of gold coin and bullion in sums of 
not less than $20 and to issue certif- 
icates therfor in denominations of 
not less than $20. 

These certificates were issued in 
denominations ranging from $20 to 
$10,000. About 1907 a $10-certificate 
was issued. In 1933 they were with- 
drawn from circulation along with 
gold coin and bullion. Since the 
Gold Reserve Act of 1934, gold 
certificates in denominations of 
$100, $1,000, $10,000, and $100,000 
have been issued only to Federal 
Reserve banks against’ certain 
credits established with the Treas- 
urer of the United States. These 
certificates are not paid out by 
Federal Reserve banks, and do not 
appear in circulation. 

A recent Treasury statement 
shows the total amount of gold 
certificates outstanding, exclusive 
of holdings by Treasury offices and 
Federal Reserve banks, to be ap- 
proximately 41 million dollars. This 
amount includes 58 certificates of 
the denomination of five thousand 
dollars and 13 certificates of the 
denomination of ten thousand dol- 
lars. 


Silver Certificates 


Silver certificates were first au- 
thorized by the act of February 28, 
1878. This act directed the purchase 
of silver bullion and its coinage 
into silver dollars and also author- 
ized the issue of silver certificates 
in return for the deposit of silver 
dollars with ‘the Treasurer of the 
United States. 
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They were first issued in denomi- 
nations of $10, $20, $50, $100, $500, 
and $1,000. About 1886, notes of the 
denominations of $1, $2, and $5 
were issued. In 1896, a new series 
of $1, $2, and $5 notes appeared. 
They were probably the most artis- 
tic notes ever issued by our govern- 
ment. They are sometimes referred 
to as the “Art Series,” and repre- 
sented a radical departure from the 
style and design of notes previously 
issued. The two highest denomina- 
tions do not appear to have been 
issued since about 1885. A* recent 
Treasury statement shows that 
fourteen notes of the five-hundred- 
dollar denomination and nine notes | 
of the one-thousand-dollar de-| 
nomination are still outstanding. | 


Silver certificates are now issued 
in the denominations of $1, $5, and 
$10. The total amount now out- 
standing is slightly in excess of two | 
billion dollars, against which silver | 
in bullion and standard silver dol- | 
lars of a monetary value equal to 
the face amount of such certificates 
is held by the Treasurer of the 
United States. These notes, bearing 
a blue seal, are one of the three 
types in general circulation today. 


Treasury Or ‘‘Coin’’ Notes Authorized 
By Act Of July 1890 

Treasury notes of 1890 were au-| 
thorized by the act of July 14, 1890, 
and were in the nature of a special 
form of silver certificate. They are | 
commonly referred to as “coin| 
notes.” The one-dollar note for ex- | 
ample bears on its face the following | 
statement: “The United States of| 


America will pay to bearer one 
dollar in coin.” 


They appear to have been issued | 
in denominations of $1, $2, $5, $10, 
$20, $50, $100, and $1,000. The total | 
amount now outstanding and in| 
process of retirement is slightly in | 
excess of one million dollars, which 
according to a recent Treasury | 
statement includes 26 one-thou- | 
sand-dollar notes. The official rec- | 
ords do not contain a positive asser- | 
tion to the effect that notes of. the | 
denomination of five-hundred-dol- | 
lars were or were not issued, and the | 
recent Treasury report, previously 
referred to, shows no notes of this 
denomination to be outstanding. 
From these statements it appears 
reasonable to assume that notes of 
the denomination of five hundred 
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Retired 


by the Tickometer! 


Thorvald could always tally transfers faster 


than anybody else in the carbarn! Now his 
thumb is retired with honor, while the 
Tickometer counts 50,000 transfers an hour— 


more than Thorvald could count in a day! 
The Tickometer takes over one of the 
most tedious tasks . . . counts tickets, 
forms, sales slips, currency, checks, coupons 


-—) ... automatically and accurately, from 500 


to 1,000 per minute . . . records part or full 


counts on visible registers! Can be equipped to 
imprint a date, code, endorsement, etc. A time 
and work saver, wherever counting and/or 
marking is required. 


The Tickometer is rented, never sold—does 


not require large outlay or expenditure. Learn 
more about it from the nearest PB office, or 
send the coupon below. 


Pitney-Bowes 


TICKOMETER 


Made by the originators of the postage meter . . . 
offices in 93 cities in U. S. and Canada. 


PITNEY-BOWES, Inc. 
3839 Pacific St., Stamford, Conn. 


Please send illustrated Tickometer booklet to: 
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THE Ooelg FULLY AUTOMATIC CHECK IMPRINTER . . . 
THE NEW THRIFTIMATIC 


> That headline is quite a statement, isn’t it? Yet we dare invite you 
to compare the THRIFTIMATIC’s automatic features with ANY on-the- 
premises check imprinter. To name but a few: 

AUTOMATIC TurirtiMatic requires practically no manual effort; any 
teen-ager can learn to operate it in 5 minutes. 

AUTOMATIC-FEED tray takes 200 or more checks. Set the automatic 
count-regulator to the number required (whether 15, 20, 25, 50 or more), 
press the starter button, and the power-operated TuriFTiMAtic imprints 
at the rate of 2400 checks an hour, automatically stopping at the quan- 


tity set. 


AUTOMATIC TurirtiMatic is so flexible that a single “chase” per- 
mits imprinting 1, 2, or 3 lines in end panel, upper left or over signature 
line on any pocket-size checks. Standard-layout deposit tickets can be 


imprinted, too. 


AUTOMATIC centering and locking of type furnishes permanent name- 
tube for life of the account. TurirtTiMatic and accessories require very 


little space. 


Tue TurirtiMatic is available as part of the ThriftiCheck Low-Cost 
Checking Account Plan. Or you can purchase it outright with 60 to 


90 days’ delivery. 


We repeat our invitation: compare TurirtiMatic’s advantages and 
YOU be the judge. Write us now for complete details on ThriftiCheck 
Plan or the THrirTiMatic imprinter. 


BANKERS DEVELOPMENT CORPORATION 


31 Nassau Street, New York 5, N.Y. 


REctor 2-7580 








dollars, of this type, were never 
issued. 


Federal Reserve Bank Notes 


The Federal Reserve Act (De- 
cember 23, 1913) introduced two 
new kinds of paper money into our 
currency system: Federal Reserve 
bank notes and Federal Reserve 
notes. The act contemplated the 
gradual retirement of the national 
bank notes and the substitution 
therefor of an equal amount of 
notes issued by the several Federal 
Reserve banks and known as Fed- 
eral Reserve bank notes. They were 
issued in denominations of $1, $2, $5, 
$10, $20, $50, and $100. 

As a result of certain statutory 
changes, the Federal Reserve banks 
by the end of 1922 had ended their 
liability for these issues. During the 
emergency peroid in 1933 and 1934, 
under conditions prescribed by Con- 
gress this type of note again came 
into use. Subsequently, in accord- 
ance with the provisions of the law, 
the issuing banks deposited lawful 
money with the Treasurer of the 
United States and their collateral 
was returned to them. Since March 
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1935, all of these notes have been 
liabilities of the Treasury and in 
process of retirement. 

In December 1942, in order to 
conserve labor and materials, the 
Board of Governors of the Federal 
Reserve System, after consultation 
with the Treasury Department, au- 
thorized the Federal Reserve banks 
to issue the unused portion of the 
stock of Federal Reserve bank notes 
printed in 1933 and 1934, approxi- 
mately $660 million. Lawful money 
has been deposited for the retire- 
ment of these notes, and they will be 
withdrawn from circulation as they 
are returned to the Treasury unfit 
for use. At a recent date about 279 
million dollars of Federal Reserve 
bank notes were still outstanding. 


Federal Reserve Notes 


Federal Reserve notes, as previ- 
ously stated were also authorized 
under the Federal Reserve Act as 
originally passed. They were ex- 
pected to supply the element of 
elasticity lacking in all other forms 
of our paper money. Federal Re- 
serve notes are obligations of the 
United States and a first lien on all 








the assets of the issuing Federal 
Reserve bank. 

Over the years they have been 
issued in the following denomina- 
tions: $5, $10, $20, $50, $100, $500, 
$1,000, $5,000, and $10,000. The 
printing of Federal Reserve notes 
in denominations of $500 and larger 
was discontinued by action of the 
Board of Governors of the Federal 
Reserve System on June 26, 1946, 
but notes of these denominations 
will continue to be paid out by the 
Federal Reserve banks as long as 
existing stocks last. At the present 
time more than 23% billion dollars 
of Federal Reserve notes are out- 
standing and they constitute nearly 
90% of the paper money in circula- 
tion today. These notes, bearing a 
green seal, are one of the three — 
types now in general circulation. 


Conclusion 


Money in circulation (including 
coin) now exceeds 27 billion dollars. 
Notwithstanding the fact that more 
than 90% of the money in circula- 
tion is held outside of the banks of 
the country, the average individual 
may experience difficulty in visu- 
alizing this stupendous sum. Dic- 
tionaries define a billion as “a 
thousand millions” and we can 
appreciate that a billion dollars is a 
great deal of money when we 
consider that recently published 
statistics on American business en- 
terprises show that only 56 corpora- 
tions have assets of a billion dollars 
or more. 

Practically all of the United 
States paper money now outstand- 
ing was printed in the Bureau of 
Engraving and Printing at Wash- 
ington, D. C. One hundred indi- 
vidual notes are usually banded 
together by a paper strap to form 
a package. Forty packages, com- 
prising 4,000 notes, constitute a 
“brick” in the parlance of the Fed- 
eral Reserve banks. Each brick is 
about 14% inches long, 6% inches 
wide, and about 2% inches high 
(the width of a single note). The 
following word picture of part of 
the enormous amount of paper 
money in circulation will enable 
one to visualize what it might look 
like in its massiveness. If we think 
of all of the outstanding notes of 
the denominations of $5, $10, and 
$20, in terms of bricks of 4,000 notes 
each, they would comprise more 
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than 347,000 bricks weighing nearly 
1,500 tons. Their bulk content would 
be in excess of 50,000 cubic feet, 
or a solid block, 100 feet long, 50 
feet wide, and 10% feet high. This 
same number of bricks stacked in 
piles alongside the Empire State 
Building in New York City to the 
top of the tower would comprise 
more than fifty-eight separate piles; 
if laid flat they would pave a street 
fifty feet wide for a distance of 
more than nine-tenths of a mile; 
and, if it were possible to stack 
them all in one single pile, one on 
top of the other, such a pile would 
reach more than fourteen miles into 
the sky. 


EDITOR’S NOTE.—This article is 
based to a considerable extent 
upon information obtained from 
a pamphlet published June 30, 
1947, by the Office of the Secre- 
tary of the Treasury, entitled 
“Coins and Currency of the 
United States.” 


@ A journey of a thousand miles 
begins with one step.—Lao-Lau, 
Ancient Chinese Philosopher 


Office First Aid 
Always Pays Off 


Office accidents are not frequent 
and the results are usually not seri- 
ous, yet accidents can and do occur 
wherever people work. In small 
offices as well as large, provision 
for prompt first-aid treatment of 
minor on-the-job injuries will pay. 

A finger caught in a closing desk 
drawer, a barked shin or skinned 
knee, or a file clerk’s paper-cut 
finger, may seem nothing to get 
excited about, and in fact no more 
may be required than application 
of an antiseptic and an adhesive 
bandage. Most office injuries are of 
this kind, but if not attended to 
promptly such minor hurts always 
pose the threat of infection, with 
loss of working time and possibly 
much more serious consequences. 

A first-aid kit and a compact 
first-aid guide for the use of em- 
ployees, located in an inconspicu- 
ous but readily accessible spot, are 
good insurance against any such 
consequences. A kit for the small 
office should contain the following 
basic items: gauze (roll), absorbent 
cotton, adhesive bandages, sterile 





gauze pads, antiseptic and burn 
ointment. 

So far as open wounds are con- 
cerned, the chief purpose of first 
aid is to cleanse the wound and 
keep it clean. There are a number 
of good antiseptics that can be used. 
Adhesive bandages (ready-to-use 
dressings with the gauze pad al- 
ready affixed to the adhesive tape) 
are available in a variety of sizes 
and are the most convenient form of 
dressing for minor wounds. 


Better Service 

Doing more than one is paid for 
is one of the sterling axioms of suc- 
cess of the days when many of our 
present leaders were apprentices at 
their respective trades. Moreover, 
it is a privilege, not a must. No one 
will command you to exceed your 
quota, nor stay in the shop or office 
longer hours than you are supposed. 
Your taking up the credo of more 
and better service will be a volun- 
tary matter. 

You need not fear being knocked 
down by a rush of eager applicants. 
That is what makes the efficacy of 
the method foolproof.—The Office 
Economist. 





“NO ONE WOULD ACCEPT MY PERSONAL CHECK, JANE” 


“WHY DIDNT YOU CARRY 


NATIONAL CITY BANK 
TRAVELERS CHECKS?” 


| learned long ago that away from home, personal checks are not 
generally accepted . . . but NCB Travelers Checks are welcomed, 


just like cash!" 


* * * 


Your bank can do a great service to your clients who are planning 
business or pleasure trips by selling them safe, spendable NCB 
Travelers Checks. If the checks are lost or stolen, your clients get a 


refund in full. 


You not only make friends when you sell NCB Travelers Checks, 
but at the same time you earn the entire commission, 75¢ on each 


$100 worth sold. 


THE NATIONAL CITY BANK OF NEW YORK 


51 Overseas Branches 


October, 1950 


Fins in World Wide Banking 


Head Office: 55 Wall Street, New York 15, N. Y. 


Member Federal Deposit Insurance Corporation 


* Correspondent Banks Everywhere 





Tellers Cash Proof Envelope 
Designed to be used by Traders 
National Bank of Kansas City pay- 
ing and receiving tellers whose 
chief duties consist of servicing 
checking account customers, the 
cash proof envelope shown here- 
with provides a compact record of 
each day’s transaction, particularly 
where teller’s machines are em- 


PAYING & RECEIVING TELLER'S 


cltiigl 
eee CE 


+ 4 a Re 2 


| Signature 


ployed for validating deposits and 
recording cash in and cash out. 

Tellers make use of the envelope 
in the following manner: 

1. Inventory closing cash on the 
outside. 

2. Complete proof by balancing 
closing cash plus debits to 
other tellers and blotters, 
against cash holdover of day 
before plus credits to. other 
tellers and blotters. 

. Enclose teller’s machine tape 
and all other memoranda ac- 
cumulated during the day in 
the envelope. 

. Place teller’s stamp and sig- 
nature on the outside of the 
envelope as indicated. 

. File the envelope with the 
auditing department (op- 
tional). 


The chief advantage to using the 
form is that it provides a neat and 
compact record of a paying teller’s 


‘daily transactions which are by na- 


ture somewhat conglomerate. An- 
other advantage to be obtained is, 
in case of a sizeable teller’s differ- 
ence, a reconcilement to a certain 
degree can be worked out between 
opening cash inventory and closing 
cash inventory. Filing problem for 
the teller is very much simplified. 

Considerable saving on printing 
could be effected where two or more 
banks would pool their printing 
orders. However, the form is not too 
expensive. A plain brown Kraft en- 
velope 914” x 44%” was used.—T. M. 
Hutsler, assistant cashier and comp- 
troller, Traders National Bank of 
Kansas City, Mo. 


ANSWERS TO BANKERS 
MONTHLY QUIZ NO. 87 


(2) Mr. Sweeney, page 8. 


F. Mr. Sweeney makes it quite 
clear that this is a practical im- 
possibility and that a number of 
circumstances may cause diffi- 
culty in individual instances. 
Page 8. 


F. On the contrary, the veteran 
must be made to feel every con- 
fidence that he will receive fair 
and considerate treatment at 
the hands of the bank’s officers 
whenever trouble develops. Mr. 
Sweeney, page 8. 


T. Mr. Sweeney points out on 
page 8 that this is the point at 
which “curative” servicing must 
begin, and promptly. 


T. Mr. Sweeney, page 10. 


F. Mr. Sweeney makes it very 
clear on page 10 that a bank 
should foreclose only as a last 
resort. 


(3) Mr. Zara, page 14. 
(2) Mr. Zara, page 14. 
F. Mr. Zara states on page 17 
that the “check is not more, 


but discouragingly less, stand- 
ne ed 


F. Mr. Zara, page 17. 


T. Mr. Zara points out on pages 
17 and 18 that the imprinting 
of the customer’s name on 
checks printed only on pro- 
tected safety paper would be a 
long step toward making pos- 
sible the application of the latest 
technological aids. 


T. Mr. Dillistin, page 32. 


T. The only two issues of bonds 
then eligible as security were 
called for payment in the latter 
year. Mr. Dillistin, page 32. 


F. There were the National 
Gold Bank Notes, issued by the 
National Gold Banks, a few of 
which operated on the Pacific 
Coast from 1870 to 1884. Mr. 
Dillistin, page 34. 


T. Mr. Dillistin, page 37. 


T. The Maine Savings Bank of 
Portland, Me., has_ installed 
savings window posting ma- 
chines which have rendered the 
use of these tickets altogether 
unnecessary. Page 30. 


When the legal title is obtained 
fraudulently. If however, the 
holder of a certificate by fraud, 
called A, indorses his right to a 
bona fide purchaser, B, before 
the person defrauded (C) 
makes claim, C loses his equit- 
able right and the title passes 
to B completely. 


c. “Other real estate” is usually 
that which is accumulated as a 
result of foreclosing real estate 
mortgages. As a matter of fact, 
banks are not supposed to ac- 
quire real estate other than the 
banking quarters, in any other 
way. 


c. As long as the check is ac- 
curately described, a notice in 
any form is sufficient. 


a. The United States Secret 
Service is charged with the 
duties of preventing forgeries 
and apprehending forgers who 
attempt to make or alter gov- 
ernment money or government 
checks. 
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You Can't Afford To Be 
Careless In A Bank 


A professor can perhaps afford to 
be absent-minded—a banker, never. 
A careless worker in a powder mill 
might start to excuse himself for 
dropping a match by saying, 
“Oops!” or “Oh oh!” But his words 
would be unheard in the resultant 
“Boom!” Little mistakes in a bank, 
too, have been known to have an 
explosive effect. 

It is important not only to do 
things right but to do them right 
the first time. A corrected mistake 
is like an altered suit; it doesn’t 
look right. Erasures in letters and 
monthly statements create a bad 
impression. Damage to the bank’s 
reputation may result from incor- 
rect addresses and misspelled 
names. Over the telephone, words 
should be enunciated clearly in a 
pleasant tone of voice. The Good 
Book says, “Words fitly spoken are 
like apples of gold in pictures of 
silver.” 

Orderliness and clockwork pre- 
cision are demanded of a bank. 
Small details are of the utmost im- 
portance. And because they are im- 
portant, YOU are important. Our 
bank cannot function as we want 
it to function unless you are alertly 
on the job, “ticking away,” doing 
things as they should be done; up- 
holding individually the best ideals 
and the most cherished traditions 
of banking service and depend- 
ability—From Notes’ of Interest— 
House Organ of First National 
Bank, Louisville, Ky. 


Half Of One World 


By Foster Hailey. Published by The Macmillan 
Company, New York 11, N. Y. Price $3.00. 


Personalities, politics, economics, 
geography, and history of the half of 
our one world which is Asia are 
treated in this new book by Foster 
Hailey, former war correspondent 
of the New York Times, author of 
Pacific Battle Line, and now Euro- 
pean correspondent of the Times. 

In recommending Half of One 
World to the reading public, the 
publishers comment: “Here is direct 
observation, clear reporting, and 
keen analysis of what is going on in 
Japan and Korea, China, Indo- 
China, the Fijis, Singapore, and Ma- 
laya, Indonesia, the . Philippines, 
Thailand, and America’s Pacific col- 
onies.” 
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ake this opportunity 


to increase your Blanket Bond 


at reduced cost ! 


Rates are now lower because — 


— specific charge for misplacement protection 
is now eliminated 

— premium for Securities Insuring Clause E 
is now based on amount of loans and 
discounts (instead of number of employees 
and locations). 





But, today’s embezzler is not reducing 
his take—often more than the bond! 
No bank can afford to be without blanket bond 


protection in amounts proportionate 
to its operations. 


You can apply your premium savings 
toward increasing your present bond and adding 
Clause E. Call our nearest agent or your 
own broker today—he’ll have one of 
our Bank Protection Specialists re-survey 
your bonding needs. 


AMERICAN SURETY GROUP 


AMERICAN SURETY COMPANY 
NEW YORK CASUALTY COMPANY 
SURETY FIRE INSURANCE COMPANY 





100 Broadway, New York 5, N. Y. 


“*DEPENDABLE AS AMERICA’’ 





Dictating Machine Has 
Plastic Microphone 

An exclusive feature of Sound- 
scriber’s portable “Tycoon” dictat- 
ing machine is a Tenite plastic mi- 
crophone which not only receives 


dictation, but will also play back 
the last few words for review. When 
a built-in switch is pushed up, the 
machine records; playback is ef- 
fected by pushing the switch down. 
The switch is conveniently located 
on top of the handle section of the 
microphone and is easily operated 
by the thumb. 

The paddle-shaped Tenite micro- 
phone fits the hand comfortably, is 
light in weight, and impact resist- 
ant. It can be held in the hand for 
dictation, or laid on the desk when 
interviews or conferencés are to be 
recorded. When not in use, it rests 
in a hook on the side of the machine, 
and for traveling, fits into the top 
of the handsome leather carrying 
case that is made for the “Tycoon.” 
The microphone is molded of lus- 
trous, peelproof gray Tenite to 
match the knobs and index keys, 


Check What You Need And Mail This Form 


. Addressing Machines 31. 
. Air eoregny | 

. Architects and Builders 
. Bandit Resisting Enclosures 33. 
and Alarm Systems 
. Bank Building Fixtures 35. 
. Banking ok ail Envelopes 36. 
' — k, Bookkeeping, 4 Curren 


. Dating 
Boe fecpieg Equipment 
Bronze and Brass Signs 
Bulletin Boards 
Calculating Machines 
. Chairs, Posture, Office 
. Changeable Signs 
. Checks 
. Check Book Covers 
. Check Cancelling Perforators 
. Check Desks 
. Check Endorsers 
. Check Files 
20. Check Protectors 


Counter 


. Duplicators 


Systems 


Check Sorting Trays 

. Checking Account Plans 
Christmas Savings Clubs 
Clocks—Outdoor 

. Coin Bags 

Coin Boxes 

. Coin Changers 

. Coin Counting’Machines 
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. Expanding Filing Envelopes 73. 

. Filing Cabinets 

. Forms, Machine Bookkeeping 
47. Forms, One-Time Carbon 

. Forms, Continuous 77. 

. Grilles and Gates 

. Inter-Office Communicating > 


. Interest Tables 81. 
2. Ladders 


: Lighting Systems, Fluorescent 83. T! 
. Locking Envelopes 84. 


. Maps 
56. Metered Mail Systems 
. Name Plates and Desk Signs 


a Counting and Packaging > S Nene Depositories 


32. Coin Seetenes bo. 
Coin and Currency Trays 61. 
34. Coin Wrappers 
eens 
Coupon Books 
Straps 
achines and Stamps 
. Deposit Ticket Files 
. Desk Lamps, Fluorescent 
41. Desk Pen Sets 
. Doors, Bronze, Aluminum, 70. 
Stainless Steel 71 


~~ yualamaae 


Ps Die Ne 

ay 

. Personalized Checks 

. Personal Loan aes 

— he Bank Sy fe 
jotogra an ms 

67. Aner) omer Pp ys 


Railings 
. Recorders, Voice 

Rubber Stamps 
. Safes, Fire a Burglar-Proof 
72. Safe Deposit Boxes 
Safe Deposit Records 
74. Savings Banks, Home, Pocket 
75. Scales, Postal, Parcel Post 
76. Seals, Coin n Bag 
Seals, Corporation, Notary, etc. 
78. Storage Files 
Time and Delayed Time Locks 
. Time Stamps 
Travelers Checks 
Trucks, Tellers 


85. Vaults 
86. Vault, Trucks 
. Vault, Ventilators 
88. Visible Records 
. Windows and Lobby Displays 


Rand McNally and Co., 536 So. Clark St, Chicago 5, If. 
Please have buying information sent us on the items circled above. 


also molded of Tenite, and the en- 
ameled metal machine housing. 

Other features of the machine in- 
clude push-button on-the-disk in- 
dexing, two light beams which fa- 
cilitate scanning and place finding, 
and separate arms for recording and 
playback. A patented mirror-sur- 
face turntable protects the micro- 
groove disks. The “Tycoon” is 
manufactured by Soundscriber 
Corp., New Haven 4, Conn. 


Flash-O-Graph Makes 
Running Messages Possible 


Flash-O-Graph, a _ point-of-sale 
device used by many national ad- 
vertisers and U. S. government 
agencies, is an aluminum unit meas- 
uring 24 x 6 x 3 inches and weigh- 
ing 6lbs. It contains a simple elec- 
tric motor which rotates an endless, 
perforated tape from right to left 
in front of a window. “Cold” light 
from an 8-watt slimline lamp shines 
through the perforations, which 
form the advertiser’s message, and 
produces a bright and legible run- 
ning message, without glare and 
visible both day and night. 

Flash-O-Graph has been used ex- 
tensively in Treasury Department 
Savings Bond campaigns, particu- 
larly in New York state. When thus 
used, it is combined with Savings 
Bonds posters to add animation and 
illuminated running messages to 
otherwise “still” displays. 

It is manufactured by Flash- 
O-Graph Corporation, 383 Madi- 
son Avenue, New York, New 
York. : 
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‘Salute To The Future” 

The problem in multiplication 
above was solved in one-fiftieth of a 
second by International Business 
Machines Corporation’s new elec- 
tronic calculator. This miracle ma- 
chine has a “memory” capacity of 
400,000 digits; it will solve in one 
hour problems that would occupy 
a mathematician for four years. 

This illustration was used in the 
first of a series of institutional ad- 
vertisements, entitled “Salute to the 
Future,” which has been inaugu- 
rated by the Industrial Bank of 
Commerce, New York City. The 
series is based on current develop- 
ments in the field of pure and ap- 
plied science. 


Imperfect Strokes Eliminated 


In New Compftometer 

A new Electric “Floating Touch” 
Comptometer adding- calculating 
machine is announced by Felt & 
Tarrant Mfg. Co., Chicago. 

The machine features a key 
stroke so smooth, cushioned, and 
quick acting that the term “Floating 
Touch” is used to describe it. 

The operator is fully protected 
against imperfect key strokes by an 
entirely new mechanism. The in- 
stant a key is fumbled, every key 
is locked except the one not fully 
depressed, and this one remains 
down, easily visible to the operator, 
who simply completes the key 
stroke, touches the release button 
and continues adding. 

The new Electric Comptometer 
has a quiet running motor of the 
latest “start and stop” variety, de- 
veloping terrific torque for fast 
operation. It runs only when the 
keys are depressed. 

The new Comptometer has a 
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FIXED ASSETS 


A rather interesting sidelight of our 
operations recently impressed it- 
self upon us as having some sig- 
nificance in evaluating our position 
with respect to continued depend- 
able service to our customers. 


During the four years of World 
War II our sales went up slightly 
over 80%, while in that same 
period our fixed assets, consisting 
chiefly of machinery, declined 16%. 
Rather a frightening condition, 
but we had to live with it be- 
cause machinery was not available 
and we could not have bought it 
anyway since the excess profits tax 
was siphoning off all our cash. 


During the past five years, how- 
ever, with our sales 110% above 


1945, our fixed assets have expan- 
ded 280% after depreciation. This 
is quite a different story and one 
that is reassuring as we face an 
uncertain future. We still don't 
have much cash but that new equip- 
ment sure looks good to us. 


Our “‘catch up” program is still 
under way because never again do 
we want to operate with machin- 
ery that is running on borrowed 
time. As an organization devoted 
to uninterrupted service, the word 
“dependable” means something 
more than an adjective and, while 
our prices may at times be slightly 
higher or lower than the other fel- 
low’s, our service must be tops and 
we need lots of good, clean fixed 
assets to keep it that way. 


Manufacturing Plants at: 


F XE NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 
TERS 
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Stop teetering! 
Waiting for a wavering hand on a mail scale to 
stop shilly-shallying and settle down...is annoying 


and time taking! 


Pitney-Bowes Mailing Scales weigh fast... have 
a quick acting, high accuracy automatic pendulum 
mechanism...The wide-spaced chart markings are 
easy to read...show exact weight and postage cost 
immediately...speed up mailing, save squinting and 
costlyerrors...Also available: Special 70 Ib. Parcel Post 
model...Call the nearest PB office, or write for booklet! 


= PITNEY-BOWES 
Mailing Scales 


PITNEY-BOWES, INC., 


3844 Pacific St., Stamford, Conn. 


Originators of the postage meter .. .offices in 93 cities. 








Have You Ordered Your 
Christmas Cards? 

Good-Will Builders of 49 East 21 
Street, New York 10, New York, 
announce that they have ready 
their newly designed Christmas 
Cards for this year. They will be 
pleased to mail a free set of samples 
to Bankers Monthly readers v'ithout 
cost 

These cards are especially de- 
signed for use by banks and busi- 
ness executives and may be had 
with a choice of carefully written 
messages supplied by the manufac- 
turer or with individualized mes- 
Sages written by the purchaser. 


GOOD-WILL BUILDER 
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49 EAST 21st STREET e 
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STANDARD TUBULARS * 


CLEARER PRINTING 
EASILY OPENED 
HEAVY 

WEIGHT 









Complete Line 
of Money Wrappers y 


STANDARD PAPER GOODS MFG. CO. 
Worcester 8, Mass. 


ae as 


PRICES 
Handsome, hand-chased, 


BETTER 
“equal to the finest,” SIGNS 


cast bronze and aluminum tablets and j 
name plates at strictly competitive prices. 


a Write for FREE folders < 


Also makers of bronze aluminum and stainless 
steel doors, railings and bank equipment. 


NEWMAN BROTHERS, Inc. 


Dept. B-M Cincinnati 3, Ohio 
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YOUR PHONE PROBLEMS 

SOLVED! 

@ PRIVACY 

@ OFFICE QUIET 

@ BETTER HEARING 
THE NEW IMPROVED 


HUSH-A-PHONE 


Snaps on transmitter. Wt. 5 oz. 





equest Liter. or Call WA. 9-194D 

HUSH-A-PHONE CORP. 
65 Madison Avenue ® N. Y. C. 
Ee We: Cet A Oe eee 


i A Lifetime of service for $10. 
R 
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Gree SAMPLES 


you see this editorial piece in the 


current issue of BANKERS MONTHLY? Many 
bankers who read it have written for samples 


ordered Christmas cards. We are pub- 


lishing it in case it did not come to your 


attention. May we send you without cost 
or obligation samples of Christmas cards 
especially designed for bank use. 


America’s Foremost Publishers 


of Business Greeting Cards 
NEW YORK 10, N. Y. 





newly designed case, finished in a 
soft blue-green color selected by 
Color Research Corporation of 
America. Key tops, in colors to 
harmonize with the case, are made 
of two-shot plastic. Other features 
include larger, more legible answer 
numerals; elimination of ciphers to 
left of answer; larger apertures, 
counterbored to reduce shadows; 
and the use of strong yet light 
metals to reduce over-all weight. 


Businessmen Urged to Use 
Special Signature For Checks 


Businessmen here have been 
warned that use of the same sig- 
nature on checks as is used on 
general correspondence leaves them 
extremely vulnerable to check 
fraud. 

George W. Adlam, chief investi- 
gator for the Todd Company of 
Rochester, N. Y., urged the devel- 
opment of a special signature for use 
on checks and in all financial trans- 
actions. 

Many recent frauds have shown, 
he said, that crooks have obtained 
through correspondence and other 
means the signatures of business 
and governmental officials for use in 
perpetrating forgeries. 

“A number of investigations,” he 
pointed out, “have disclosed that 
forgers have written seemingly un- 
important letters of inquiry to 
company treasurers, public officials 
and others whose signatures vali- 
date checks, simply -to get a re- 
sponse bearing a sample signature, 
which was then forged upon 
checks.” Crooks have also obtained 
such signatures by posing as auto- 
graph collectors, and by secretly 









photographing license certificates 
required by law to be publicly dis- 
played. 

“These techniques can be cir- 
cumvented very simply,” Adlam 
said. “No one should use the same 
signature on checks and on general 
correspondence. The ideal way to 
prevent this kind of forgery is to 
develop a special signature for use 
exclusively on checks, then to put 
it to use in a mechanical check 
signer which will use that signature 
only—without any problem of re- 
verting to habit—on all company 
checks. 

“On the best such signers, this 
signature is combined with a highly 
individualized background design 
all but impossible to duplicate, thus 
affording still greater protection.” 


Santa Claus With 
Sound And Action 


A new Santa Claus display de- 
signed to get attention is announced 
by William Bank, 207 Amsterdam 
Ave., New York 23, N. Y. This col- 
orful Santa nods his head in a 
natural way, and with one hand, 
shakes a small bell that tinkles in- 
vitingly. 

With both action and sound to 
get attention to the advertising 
message on the background, this 
display should be effective. This an- 
imated advertising can be highly 
individualized as the advertising 
message will be painted to suit bank 
requirements. 

Purchase cost of this Santa is 
modest and operation costs less than 
ten cents a month. 





Manufactured for Pacific Distrib- 
utors of Portland, Ore., the Dextra 
Snapon phone index will soon be 
appearing for retail sales through 
office supply houses and will sell for 
98 cents. It holds 486 names and 
numbers. It will be sold directly to 
users, and as an advertising medi- 
um, as the cover can very readily 
be adapted to the latter use. 


BANKERS MONTHLY 





ITS SMARI 


14 fre 74, 
eft : , 
LL7A8I a CHIECK 


Savings. 
Deposit 


-§ Sure 
Q) L ate < 


Ohio Bank Finds Black Light 
Poster Really Gets Attention 


Take a seemingly ordinary ob- 
ject, expose it in aarkness or semi- 
darkness to invisible rays from a 
special lamp that has been almost 
completely “blacked out” by a 
dark-colored glass filter and—pres- 
to—the object instantly lights up 
and glows with incomparable bril- 
liance! Such is the miracle of fluor- 
escence in “black” light. 

Despite its almost magical na- 
ture, fluorescence in “black” light 
employs familiar principles of 
chemistry and physics which are 
easy to understand. It is well 
known that light is a form of ra- 
diant energy which travels in 
waves of varied lengths. In some 
of its shorter wave lengths it is 
called near-ultra-violet light and is 
invisible to the human eye. Certain 
chemical substances, commonly de- 
scribed as “fluorescent,” have the 
ability to change the wave length 
of the invisible ultra-violet light 
so that it becomes instantaneously 
visible as colored light of extra- 
ordinary radiance. 


BANK ADVERTISING 


Year End.... 
* THANK YOU MESSAGES 
* STOCKHOLDER MESSAGES 
© STATEMENT OF CONDITION 
* XMAS GREETING CARDS 


For Samples, Write 


BAUDER-BAKER inc. 


225 NO. MICHIGAN AVE., CHICAGO 1, ILL 
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When the Savings Deposit Bank 
Company of Medina, Ohio, decided 
to modernize its banking quarters, 
it went the whole way and adopted 
fluorescent posters for the adver- 
tising signs in. the lobby. The 
strikingly effective results are 
shown in the accompanying photo- 
graphs. 

A shadow box, constructed of 
lightweight plywood, is perma- 
nently mounted on an easel or ped- 
estal of the same material, with 
the box itself tilted slightly back- 
wards so that even the tallest per- 
sons can read the posters easily. 
The box is 42” high and 36” 
wide (inside dimensions), so that 
it can accommodate two GLO- 
CRAFT 30-watt tubular Black 
Lights. These are concealed behind 
the broad frame, one on each side, 
and a ballast is concealed in the 
base of the pedestal. A shadow box 
can also be constructed to accom- 
modate 15-watt tubular Black 
Lights for smaller posters. 

The poster is dropped into place 
through a slot in the top of the 
cabinet. Its message is hand-let- 
tered with GLO-CRAFT’S bril- 
liantly colored fluorescent translu- 
cent lacquers, applied over an ordi- 
nary white undercoater on the dull 
black sign board. The top, bottom 
and sides of the shadow box are 
also painted dull black, thereby as- 
suring maximum contrast for the 
fluorescent advertisement. 

At night, when the bank lobby 
is darkened, the frame and the 


ABBOTT COIN 
HANDLING 
MACHINES 


MODEL NO. 4ET MOTOR DRIVEN counts 2000 
coins a minute or twice as fast as the manual 
machine. Wear and function have been reduced 
to minimum. Weight 76 pounds. 


MODEL NO. 2X HAND OPERATED counts and 
packages 400 coins a minute or counts 1500 
coins into a bag. Weight 25 pounds. 


*Both models above count and wrap all de- 
nominations, stopping at 20-30-40-50 coins or 
will count indefinitely. Registers can be reset. 


RAPID COIN ASSORTER: The only portable, 
visible automatic, motor-driven Coin Assorter on 
the market. Separates mixed coins at approxi- 
mately 1,200 per minute. Simple operation 
with no adjustments to make. 


Bank and Cashiering Supplies 


We can supply most any item needed for han- 
dling coins or currency. These include various 
types of coin wrappers and currency straps. . . 
coin, mail bags, bond and security bags . . . 
lead seals and lead seal press . . . steel! trays 
for containing wrapped coins . . . currency 
trays. Please write for catalog describing these 
supplies and our coin handling machines, in- 
cluding RAPID COIN ASSORTER. 


ABBOTT COIN COUNTER COMPANY 


143rd St. and Wales Ave., Mew York 54, NW. Y. 
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NOTHING LIKE IT 











For simplicity, effectiveness and econ- 
omy in handling Time Sales Accounts, 
nothing equals the Payment Coupon 
Book. It combines all notification work, 


























all posting forms and all receipis in 
one simple booklet that requires only 
a minute or two to prepare. 

















Until you learn all about this modern 








method, you will never enjoy freedom 








from detail and unnecessary expenses. 





























Samples of what we have done 
for others and complete informa- 














tion will be sent upon request. 
Write to head office: Indianap- 
olis 6, Indiana. 






































Watch Him Move 


Santa in brilliant colors nods 
his head and rings a real bell. 
Individualized slogan on back- 
ground if you wish as “Join Our 
Christmas Club’’ or ‘‘Merry 
Christmas.” 

Display is 15°'x26’’ sturdily 
built to last many years. AC 
or DC motor costs nine cents 
a month to operate. This ani- 
mated Santa display costs com- 
plete $14.95 prepaid and will 
be sent at our expense on ap- 
proval. Order today, as you 
may want a number after you 
see this display. 


WILLIAM BANK 
207 AMSTERDAM AVE., NEW YORK 23, N. Y. 
Tel. TRafalgar 3-4142 
























































































































































Directory and Bulletin 
Boards for every purpose. 
Send for literature. 


ACME BULLETIN CORP. 
































37 E. 12th St. New York 3, N. Y. 
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pedestal cannot be seen and the 
lettering of the poster glows like 
a neon sign that has no visible 
means of support, as shown in the 
second of our photographs. During 
the day, the GLO-CRAFT trans- 
lucent lacquers are so vivid in color 
that they fairly “sing,” without the 
aid of the Black Lights, although 
A. T. Spitzer II, cashier of the bank, 
is so intrigued by the added glow 
when the Lights are on that he 
rarely turns them off. 

“This is one advertising sign,” 
he declares, “that really gets atten- 
tion. The bank’s customers comment 
on it enthusiastically.” 

The display was constructed by 
Luthi Sign Co., Cleveland, and is 
equipped with five posters which 
the bank rotates at regular inter- 
vals. Switzer Brothers, Inc., sup- 
plied the Black Light equipment 
and the fluorescent translucent lac- 
quers. 

Fluorescent posters can also be 
produced with GLO-CRAFT Water 
Colors. Furthermore, they can also 
be produced by silk-screen process 
in quantities using DAY-GLO Day- 
light Fluorescent Screen Ink. These 
silk-screened posters may be ob- 
tained from any local silk screener 
who is licensed by Switzer Broth- 
ers, Inc., or one of their authorized 
dealers, to produce silk-screened or 
painted displays incorporating the 
use of DAY-GLO fluorescent colors. 

Switzer Brothers, Inc., of 4732 
St. Clair Avenue, Cleveland, Ohio, 
will be glad to furnish complete 
information to anyone interested in 
Black Light equipment, or in using 
GLO-CRAFT or DAY-GLO fluores- 
cent products. 


Stop-Fire Extinguishers 
Now In Full Production 


Stop-Fire, Inc., manufacturers of 
advanced first aid fire appliances, 
announce volume production of 
their new SA-50-500 soda-acid, and 
FM-51-500 foam 214-gallon fire ex- 
tinguishers. 

Both pieces of equipment incor- 
porate the new “safety port” which 
consists of a removable discharge 
elbow to permit easy inspection for 
clogging at this point, plus extra- 
dimensional inner screen with more 
non-clogging surface. 

Other features of the extin- 
guishers include the 500-pound test 
seamless shell, government speci- 


—_ 
fication bottle cage, replaceable 
hanger handle, and bridged operat- 
ing grip. 

Information concerning “safety 
port” and other of the Company’s 
devices, may be obtained by writing 
Stop-Fire, Inc., 125 Ashland Place, 
Brooklyn 1, N. Y. 


Recordak Offers 16 Mm. 
Microfilmers For Rent Or Sale 

Present or prospective users of 
microfilming may now buy Recor- 
dak 16 mm. microfilmers and com- 
panion equipment. 

Customers now renting Recordak 
microfilmers, readers, feeders, and 
endorsers can buy this equipment at 
a discount equal to half the rental 
charges up to three years prior to 
Aug. 1, 1950. This includes free 
service and parts for two years. Any 
new equipment purchased after that 
date will be serviced free for one 
year, including parts replacements. 

Sixteen millimeter equipment 
may still be rented if the customer 
prefers. This includes free service 
and parts replacement with the. 
privilege of acquiring new models 
as introduced. Thirty-five milli- 
meter microfilming machines, first 
introduced by Recordak Corpora- 
tion for photographing newspapers 
and mechanical drawings, will con- 
tinue to be sold or rented as always. 






Engraved 
FOR BANK OFFICERS 


SAMPLES ON REQUEST 


)/ ERNEST N. MILLER ENGRAVING CO. 
| RAND McNALLY BLDG. 
538 SO. CLARK ST. CHICAGO 5, ILL. 
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Side-O-File 


Side-O-File, the new 20-gauge, all 
steel filing shelf, is designed to per- 
mit hand-free filing and finding. It 
fits any file, left or right side, and is 
made in three attractive finishes— 
gray, green, and walnut. 


Accommodating both letter and 
legal size papers, the deep-welled 
Side-O-File offers complete visi- 
bility and eliminates the dangers 
of dropping and crushing papers 
while at the same time speeding up 
filing operations and increasing ac- 
curacy with less discomfort. 

Side-O-File is manufactured by 
the Nu-Craft Products Company, 
163 Pacific Street, Brooklyn 2, N. Y. 


Booklet Describes Economy Files 


Remington Rand’s new line of 
low-priced “Revere” file cabinets is 
described at length in an introduc- 
tory booklet issued recently by that 
company. 

The new files, according to the 
brochure, contain many of the same 
advantages of durability and fine 
craftsmanship found in the pre- 
mium-grade “Aristocrat” cabinets, 
yet are designed especially for those 
filing operations in which economy 
is a major factor. 


Available in three-, four-, or five- 
drawer cabinets, and with either 
letter or legal sized drawers, the 
files are extremely flexible in that 
substitute drawers may be em- 
ployed to accommodate variously 
sized cards, documents or miscel- 
laneous material in box drawers. 
The files can also be readily 
equipped with special devices such 
as Flexi-File, a unique system of 
linen “hammocks” which prevent 
filed papers from slumping. 

The booklet, identified as LBV- 
538, may be obtained from any 
Remington Rand Branch Office, or 
by writing to the company’s home 


office at 315 Fourth Avenue, New 
York 10, N. Y. 
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New Dawn-Aire Unit Destroys 
Odors, Freshens Room Air 


Designed especially for use in the 
average size room in home, office and 
business, the new Dawn-Aire ultra- 
violet generator jis now being in- 
troduced by Midwest Naturlite Co., 
228 W. Kinzie St., Chicago 10, Illi- 
nois. 

Dawn-Aire utilizes nature’s way 
of deodorizing, freshening and sani- 
tizing the air by generating two 
types of beneficial ultra-violet rays. 
One ray produces ozone in the air, 
which literally burns up odors by 
oxidization, not merely masking 
them, and then reverts back to oxy- 
gen. The other, the germicidal ray, 
is noted for its ability to kill bac- 
teria and germs on direct contact. 


The use of Dawn-Aire in an av- | 
erage room is the equivalent of | 
clean air | 


obtaining many fresh, 
changes an hour. It is as though 
you replaced the air in the room 
with sunshine irradiated air about 
once every two or three minutes. 


Available in two sizes, Model 100 | 


—1l-bulb unit— services a room of 
600-1000 cubic feet; Model 200—2- 
bulb unit—a room 1200-1750 cubic 
feet. The new Dawn-Aire unit 
measures only 34%” x 2%” x 9”. 
Packed individually, six and twelve 
to a carton, with shipping weights 
of 13 and 24 lbs., respectively. 

List price for Model 100 is $8.95; 
Model 200 $11.95 f.0.b., Chicago. 


Have You Ordered Your 
Christmas Cards? 


Many banks welcome an oppor- 
tunity at Christmas time to send 
their customers and prospective 
customers a friendly greeting to 
vary the strictly commercial tone 
of their usual communications. 

Good-Will Builders of 49 East 21 
Street, New York 10, New York, 
announce that they have ready 
their newly designed Christmas 
Cards for this year. They will be 
pleased to mail a free set of samples 
to Bankers Monthly readers without 
cost. 

These cards are especially de- 
signed for use by banks and busi- 
ness executives and may be had 
with a choice of carefully written 
messages supplied by the manufac- 
turer or with individualized mes- 
sages written by the purchaser. 











m TEAR-GAS 


in every 
teller’s cage! 


HAGEN’S NEW 410 
TEAR-GAS FOUNT- 
AIN PEN IS TRULY 


Here is added protec- 

tion no bank can af- 
ford to be without. Precision 
built, only a little larger than a 
fountain pen. Simply point the 
pen in the direction of the in- 
truder and pull the trigger. Tear 
gas spreads in a smothering cloud 
effectively incapacitating the 
most vicious criminal. Send to- 
day for pen and 2 cartridges. 


FULLY GUARANTEED! $900 


plus 
Express Chg. 


HAGEN 
SUPPLY 


CORPORATION 


Write for 
particulars on other 
TEAR-GAS protective 
devices. 


Dept. N-10, 461 N. Snelling Ave., St. Paul 4, Minn, 


OLD WAY Seren 


ACCURATE-- 


Handling of loose Coins 


The DOWNEY 
CHANGE TRAY 


THE MODERN WAY 


HIS aluminum Tray holds 10 

coins each of pennies, nickels, 
dimes, quarters and halves in each 
of 68 staggered pockets for quick 
handling. Raised black figures on 
border mark pockets. Teller can make 
change with speed. Size of Troy: 
12% in. by 9 in. May be placed on 
counter, mounted on pedestal to 
save space or on short legs for 
nesting and storage in vault. 


WRITE TODAY, to DEPT. A 


The €. Le. DOWNEY Company 


HANNIBAL MISSOURI 


Worldi Largeal ( Mir of ¢ 


ain Wranners 














Investment Firm Group, Three 
Banks Acclaimed For Adver- 
tising Success 


Chase National Bank, New York; 
Idaho First National Bank, Boise; 
Northwestern National Bank, Min- 
neapolis; and a group of 57 Phila- 
delphia security houses, banded 
together for promotional purposes 
as the Pennsylvania Institute of In- 
vestment Firms, have won special 
recognition from the newspapers of 
the country for their outstandingly 
successful advertising campaigns of 
1949. 


The banks and the association’s 
projects were four of 50 campaigns 
chosen from hundreds of entries for 
inclusion in the 1950 edition of The 
Blue Book of Newspaper Advertis- 
ing, recently published and released 
to major advertisers and agencies 
by the Bureau of Advertising, 
American Newspaper Publishers 
Association. 

Chase National Bank’s campaign, 
although of a public relations na- 
ture, was credited directly with 
bringing in numerous commercial 
accounts. Stating the case for banks 
and the competitive banking system, 
the weekly series employed the 
testimonial technique, each ad 
carrying a picture-interview with 
a customer. Besides doing an effec- 
tive public relations job, Vice Presi- 
dent Crawford Wheeler reported the 
series brought considerable trace- 
able business into the bank “despite 
the absence of any ‘selling copy.’ ” 


Idaho First National Bank, to in- 
crease use of its various services by 
both old and new customers, ran a 
weekly series of advertisements 
throughout the year in the 21 _news- 
papers in 18 cities where it has of- 
fices. During the year the number of 
checking accounts increased 9.4 per 
cent; home buying and improve- 
ment loans, 23 per cent; safe deposit 
box rentals, 13.5 per cent; auto fi- 
nancing loans, 46 per cent. 


Also selling its wide diversity of 
services, Northwestern National 
Bank ran a series of monthly full- 
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page newspaper advertisements, us- 
ing picture-page technique. Aiming 
at 100 per cent coverage of the 
metropolitan area, it used two 
weekday newspapers and one Sun- 
day paper in Minneapolis. One ad- 
vertisement, devoted to FHA home 
improvement loans, built the bank’s 
business in this field beyond all pre- 
vious records within two months’ 
time, requiring the addition of three 
persons to the department’s staff. 
Other individual advertisements 
also had impressive success, the 
bank reported, and it’ was decided 
to continue the schedule of full 
pages into 1950. 





NIGHT VIEW OF THE new electronic 

thermometer recently installed by 
the United States National Bank of 
Denver on the corner of their build- 
ing. Twenty-four hours a day, a 
resistance bulb at the base of the 
sign records the atmospheric tem- 
perature and transmits this record- 
ing to a panel of relays in the 
basement of the bank, which in 
turn send back to the sign a combi- 
nation of impulses which form 
the numerals by lighting certain 
bulbs in the “flasher banks.” The 
temperature recording mechanisms 
were provided by the Minneapolis- 
Honeywell Regulator Company and 
the flasher banks with actuating 
relays by the International Busi- 
ness Machines Corporation. 
















Phoenix Welfare Foundation 
Established 


The Phoenix Welfare Foundation, 
a non-profit organization to provide 
more flexibility in fund giving for 
welfare purposes, was recently es- 
tablished by The First National 
Bank of Arizona, The Bank of 
Douglas, Valley National Bank of 
Phoenix, Phoenix Title and Trust 
Company, and the Arizona Title 
Guarantee and Trust Company, who 
will act as trustees of the founda- 
tion. 

Gifts may be made during life- 
time or under a will to any of the 
trustee institutions to be held under 
terms of the foundation for the 
purpose designated by the donor, or 
without any designation. If in the 
future this purpose no longer exists, 
the foundation will provide the 
mechanics for distribution of such 
funds to other charitable and edu- 
cational institutions. 


This type of community trust has 
become more important in philan- 
thropy since the Treasury Depart- 
ment has tightened the require- 
ments on the establishment and 
operation of private tax-exempt 
foundations. 


Reprints Of Article On 
Joint Ventures Available 


“Joint Ventures,” a reprint of an 
article by Henry W. Nichols, which 
appeared in the Virginia Law Re- 
view, deals with the joint venture 
in business and may ‘be obtained 
by writing National Surety Cor- 
poration, 4 Albany St., New York 
City. 

Mr. Nichols quotes several para- 
graphs of definitions by various 
courts which indicate the need for 
specific legal guidance. He supports 
these viewpoints in a carefully 
reasoned article of present and 
historical interest to contractors and 
to attorneys whose clients are likely 
to undertake joint ventures with no 
real understanding of the risks con- 
nected with them. 
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First National Of Chicago 
Elects Two Vice-Presidents 


Election of John W. Kearns and 
Gaylord A. Freeman, Jr. as vice 
presidents has been announced by 
the First National Bank of Chicago. 
Mr. Kearns, who is presently the 
Bank’s Counsel, will continue his 
work in the Law Department of the 
Bank, with the dual title of Vice 
President and Counsel. 





J. W. Kearns G. A. Freeman, Jr. 

Gaylord A. Freeman, Jr., who up 
until now has been in the Law De- 
partment with the title of Attorney, 
becomes a vice president of the 
Bank, assigned to Division F, the 
division handling the accounts of 
almost 2,000 correspondent banks 
and bankers. 

Mr. Kearns came with the First 


‘National Bank of Chicago in 1939, 


when he joined the official staff as 
an Attorney in the Law Depart- 
ment. In 1944, he was elected Coun- 
sel for the Bank. Kearns is a 
graduate of the University of Michi- 
gan; President, Legal Club of Chi- 
cago; and Chairman of the Business 
and Banking Section.of the Ameri- 
can Bar Association. 

Mr. Freeman, a graduate of Dart- 
mouth College, entered the employ 
of the Bank in 1934. He was elected 
an Attorney in 1940, and as indi- 
cated, is now being transferred to 
the Commercial Department of the 
Bank, with the title of Vice Presi- 
dent. 


A. |. B. Reaches 
Enrollment Goal 


Enrollments in the American In- 
stitute of Banking classes and cor- 
respondence courses on July 31 
reached a record high of 50,032, 
surpassing the goal of 50,000 which 
the institute had set for the current 
year. 

The institute has set a goal of 100,- 
000 members and 50,000 enrollments 
for 1950 as part of the commemora- 
tion of its 50th anniversary. Al- 
though the membership goal has not 
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yet been attained, the present figure 


SINCE LLY, 1890 


Fipeniry ann Deposit 


COMPANY OF MARYLAND 
Baltimore, Md. 


Bonding and 
Insurance 


Seventy-Five Years in Victoria 


of 95,277 is also the highest in in- 
stitute history. 





THE UNIQUE BANKING FACILITY 
shown above was recently opened 
by the Security-First National Bank 
of Los Angeles at the Veterans Ad- 
ministration Hospital at Long 
Beach, Calif. The specially designed 
teller’s cage at the right has space 
under the counter to admit the legs 
of patients in wheelchairs. One of 
the facility’s check desks is also at 
wheelchair height for the con- 
venience of the hospital’s many 
paraplegic patients. 


Seventy-Five Years in Victoria 
is a handsome fifty-page booklet 
commemorating the founding of the 
Victoria Bank and Trust Company, 
Victoria, Texas, in 1875. 

In its foreword, D. E. Blackburn, 
president of the company, writes: 
“It is our hope that this volume will 
convey to our friends an authentic 
bit of South Texas history which 
has involved our bank and many of 
the individuals identified with it.” 


Study Of Pension Plans 

A comprehensive study of pension 
plans published recently by the 
Pension Division of Bankers Trust 
Company includes the plans of ap- 
proximately 250 companies, cover- 
ing 3,000,000 employees, or about 
40 per cent of all industrial em- 
ployees currently enrolled in pri- 
vate retirement plans. For the first 
time the Bankers Trust study, pub- 
lished at intervals during the past 
five years, includes a section on 
union negotiated retirement plans 
and charts the trend in this category 
of pension agreements. It also covers 
employee unilateral plans. 
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First of Tulsa Now Operating 
In Six-Million Dollar Home 


The First National Bank and 
Trust Company of Tulsa, Okla., re- 
cently celebrated its fifty-fifth year 
of continuous banking service with 
the dedication of the bank’s new 
home. 

The six-million-dollar building 
combines strength with lightness, 
utility with beauty. Built of gray 
brick faced with white Cherokee 
marble, trimmed in stainless steel 
with nearly half of its exterior de- 
voted to window space, the build- 
ing, of which the First National oc- 
cupies the first five floors, is 
equipped in its interior with the 
most modern architectural devices. 

One of the remarkable structural 
features on the building is that two- 
thirds of it is supported by steel 
columns, thus creating an open ar- 
cade at the ground floor level. These 
heavy vertical columns, which carry 
the accumulated weight of all the 
upper floors, do not pass through 
the bank lobby itself. Instead, their 











and the travel department, which offers free service to the bank's customers and friends 


load is transferred to huge horizon- 
tal steel beams, which in turn trans- 
fer the load to upper story columns. 

Each column is encased in stain- 
less steel and contains an H-column 
surrounded by cement. 

New to Tulsa’s skyline are the 
aerial garden terraces fronting on 
the fourth, fifth and sixth floors. 





Az BANK ARCHITECTS & ENGINEERS 


Bankers employ us for complete or special services including: 


@ Initial discussion and analysis of their building needs: 


@ Preliminary plans and cost estimates for either 
alterations or new buildings; 


@ Finished drawings and specifications for construction: 
@ Supervision of construction: 


@ Interior design, lighting, decorations, furnishings. 


We invite correspondence on any phase of the planning of bank buildings. 


TILGHMAN MOYER COMPANY 
ALLENTOWN, PENNSYLVANIA 
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Hedges planted in flower boxes run 
continuously along the two street 
sides of the building, just under the 
second floor windows. 


First Security Bank of Utah, N. 
A., Salt Lake City, has announced 
the advancement of A. J. WEST and 
S. R. NIELSON to vice presidents and 
R. G. WILLIE to assistant vice presi- 
dent. 


JAMES HIGGINS, a member of the 
American Trust Co., San Francisco, 
Calif., since 1922, has recently been 
made vice president and assistant 
manager of the Sacramento office. 


The National City Bank of New 
York has promoted ARTHUR F. 
SPELLMAN and J. ANDREW PAINTER, 
assistant vice presidents, to vice 
presidents. THOMAS F. CREAMER, 
JAMES F. JAFFRAY, EDWARD A. JESSER, 
JR., and FEROL D. OVERFELT, assistant 
cashiers, were appointed assistant 
vice presidents. 
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P. K. Barker 

DAVID R. YOUNG, who has been a 
member of the staff of Bankers 
Trust Company, New York City, 
since 1930, has been elected assist- 
ant treasurer of the company. 


D. R. Young 


PHILIP K. BARKER has been named 
president of Bankers Development 
Corporation, New York City, having 
resigned his position as vice presi- 
dent of the Granite Trust Company, 
Quincy, Mass., with whom he has 
been associated for twenty years. 


FRANK L. BUELL has returned to 
the Seattle-First National Bank as 
an assistant vice president. Mr. 
Buell leaves the Miners and Mer- 
chants Bank, Chelan, Wash., where 
he was cashier for the last five 
years. 


PHILIP S. BRECK, JR., has been 
named assistant cashier of the Anglo 
California National Bank of San 
Francisco. Mr. Breck was previously 
associated with the public relations 
department of the bank at Oakland 
and more recently at San Francisco. 


The Chase National Bank of New 
York has just inaugurated a tele- 
vision spot campaign over New 
York stations. Three one-minute 
evening spots each week will fea- 
ture Chase’s various banking serv- 
ices. 


The Citizens State Bank of Bick- 
nell, Ind., recently celebrated its 
fiftieth anniversary with an open 
house. 


At the Community Trust Com- 
pany of Bloomfield, N. J., HENRY E. 
RUETH, assistant vice president, has 
been elected to the office of sec- 
retary, and CHARLES ZALENSKI, to 
treasurer. REED P. EVERETT was 
elected assistant treasurer and 
ROBERT VAN IDERSTINE, assistant 
secretary. 
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to provide their Chicago 


accounts with complete banking service, in a 


prompt, efficient manner. Our facilities are at 


your disposal. 


City NATIONAL BANK 
AND TRUST COMPANY of Chicago 
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SOUTH LA SALLE STREET 


(MEMBER FEDERAL DEPOSIT INSURANCE CORP.) 


The new quarters of the install- 
ment finance department of the 
First National Bank in Dallas, 
Texas, reflect the modern trend in 
bank building design and decora- 
tion by making use of the latest 
techniques of design, combining 
comfort and” attractiveness with 
practical utility and efficiency. 


ROBERT B. WOODWORTH has been 
appointed assistant cashier at the 
Vancouver branch of the National 
Bank of Commerce of Seattle, Wash. 


ALBERT E. MEYER, secretary since 
1947, also secretary of the board 
of directors and the senior com- 
mittees, has been made assistant 
vice president and executive assist- 
ant in the headquarters administra- 
tion of the Bank of America N. T. 
and S. A., San Francisco. 


Former assistant vice president, 
CHARLES F. PIEDMONTE has been 
elected a vice president of the City 
Bank Farmers Trust Company, of 
New York City. 


A certificate for exceptional merit 
in general newspaper advertising 
was recently awarded The Farmers 
and Merchants National Bank of 
Los Angeles by the Los Angeles 
Advertising Club. 


RICHARD W. SHEETS has been 
elected assistant secretary and REGIS 
A. WURDACK, assistant cashier, of the 
Peoples First National Bank, Pitts- 
burgh. 


THOMAS W. HARRIS, fourteen years 
an employee of Central National 
Bank of Cleveland, has been elected 
as the bank’s assistant comptroller. 
ALVIN G. RANDT has been elected 
assistant cashier. 


WITH THE OPENING of a new office 
in Tel Aviv, Israel, recently, Ameri- 
can Express expanded its world net- 
work of offices to 28 nations. The 
new office at 32 Allenby Road will 
be managed by Elijah Salaman 
(above) and will offer a world- 
wide travel service, handle foreign 
shipping and provide financial serv- 
ices, including the sale of travelers 
cheques, money orders, foreign re- 
mittances and letters of credit. 
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THESE PHOTOGRAPHS of the exterior and interior of the Chrisman-Sawyer Bank, of Independence, 


Mo., present a striking illustration of what it is possible to do by way of remodeling quarters without 
interruption of service. It took seven months to complete the project. The two-foot foundation and the 
18-inch brick walls which were built into the building when it was erected about 1870 were pronounced 
by the building inspectors to be in perfect condition. 


Friends and customers referred 
to us will receive the same 
consideration and personal 
interest that you, yourself, 
extend to them ‘“‘back home.”’ 


SERVING *74@ ARIZONA 
VALLEY NATIONAL BANK 


29 FRIENDLY CONVENIENT © 
Home Office 


MEMBER FEDERAL DEPOSIT INSURANCE CO’ 


JOSEPH E. LISEK, former assistant 
cashier, and THOMAS J. FRAHER, 
former assistant secretary of. the 
Live Stock National Bank of Chi- 
cago, Ill., have been appointed 
assistant vice presidents. MILLARD J. 
BERGFORS and GORDON P. FAIRMAN 
were named assistant cashiers, and 
HAROLD A. BRAVNICK was made an 
assistant trust officer. 


GEORGE UBELE, auditor of the 
Citizens & Southern National Bank 
of Atlanta, Georgia, has been made 
senior auditor, a newly originated 
post. W. HINTON CLANTON, associated 
with the bank for 30 years and at 
present a cashier in Savannah, will 
be made auditor of the Atlanta 
bank. 


The appointment of RICHARD C. 
BROWNE as director of sales pro- 
motion and advertising was recently 
announced by the Todd Co. of 


Rochester, N. Y. Irving L. Greene, 
20 years with the company, pre- 
viously held this position. Mr. 
Greene was made head of the check 
and protectograph company’s new 
market development department, in 
addition to continuing as assistant 
general sales manager. 


The Chemical Bank and Trust 
Company, New York City, has 
moved its United Nations office into 
the new Secretarial Building at 
East River Drive and 44th Street. 
Services of the office, which are 
available only to persons connected 
with the United Nations, are limited 
to providing deposit, withdrawal, 
check-cashing and foreign exchange 
facilities. 


S. L. DE VAUSNEY, vice president 
of the Bank of New York and Fifth 
Avenue Bank, has been appointed 
vice president ‘and secretary of the 
bank. 
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H. C. EBERTS has been elected pres- 
ident of The Florida National Bank 
of Jacksonville. Mr. Eberts, 39, is 
the youngest man ever elected to 
head the institution. He was pre- 
viously vice president of the bank. 


Cc. E. Bingham and Company’s 
State Bank of Sedro Woolley, Wash., 
recently observed the sixtieth an- 
niversary of its founding by the 
late C. E. Bingham. 


The First National Bank of Mil- 
ford, Milford, Pa., celebrates its 
golden anniversary this year, having 
been founded July 16, 1900, by 
EBENEZER WARNER. 


ROBERT C. HUMPHREY, of the Com- 
mercial National Bank of Peoria, 
Peoria, Ill., has been named cashier 
and FERD B. CHUSE has been ad- 
vanced to assistant vice president 
from assistant cashier. 


SELDEN CLARK has been appointed 
to the position of vice president in 
the corporation and bank relations 
department of Bank of America. 
Mr. Clark joined the bank’s staff 
in 1930. 


JUSTIN O’TOOLE, formerly assist- 
ant cashier, of the Pullman Trust 
and Savings Bank, Chicago, has 
been named assistant vice president. 
CARL A. BRINK and ROBERT H. COS- 
TELLO have been elected assistant 
cashiers. 


The Marine Trust Company of 
Buffalo, New York, the largest com- 
mercial bank in New York State 
outside of New York City, recently 
celebrated its one hundredth an- 
niversary. The Trust Company’s 
slogan for its Centennial Year is 
“1850-1950 The Background for Our 
Second Century.” 


A special award for distinguished 
achievement in radio advertising 
has been awarded to Bank of Amer- 
ica at the 47th annual convention 
of Advertising Association of the 
West held recently in Les Angeles. 
The award was made for the Ralph 
Story “Top of the Morning” pro- 
gram on radio station KNX, Los 
Angeles. 
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JOHN I. SELL will join the First 
National Bank of Portland, Port- 
land, Oreg., shortly, as assistant vice 
president. He will be in charge of 
public relations and bank services. 
ROGER W. OTTO has been promoted 
to assistant cashier in the personnel 
department and DAVID W. HOLMAN, 
of the bank’s Albany branch, has 
been made assistant cashier in the 
installment loan department. 


DEAN VOGEL has resigned his posi- 
tion as vice president of the Live 


available 
now 


Stock National Bank of Omaha, 
Omaha, Neb., to become vice presi- 
dent of the United States National 
Bank of Omaha. 

ROBERT H. WHITACRE has been ap- 
pointed assistant vice president of 
the First National Bank of Arizona. 


Appointment of W. PHILLIPS 
THORP as assistant vice president in 
the trust department was recently 
reported by the Wilmington Trust 
Company of Wilmington, Del. 
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Millikin National Bank Gets A Face Lifting 


PICTURED HERE are the new quarters of the Millikin 
National Bank, Decatur, Ill., recently completed by 
the Bank Building and Equipment Corp. of America. 
Upper left is the safe deposit vault area. Note ex- 
tensive use of carpeting in the bank’s new quarters. 
The lobby (upper right) is completely air condi- 
tioned: drapes and venetian blinds lend cordial touch 
to back-counter areas. Teller counters are of the low 
sloping die front construction; wickets are decora- 


tive metal. Low plate glass and metal railings sepa- 
rate portion of officers’ section from the main banking 
room. Lower left is a picture of the remodeled side- 
walk depository. An unusual feature of the bank is 
the check desk anchored to pillars (lower right), 
with soft leather settees attached to each end as a 
customer comfort feature. Note metal waste paper 
receptacles fastened to posts several inches above the 
floor, admitting plenty of foot room for customers. 


Four new vice presidents of 
Security First National Bank of 
Los Angeles have been announced. 
They are: F. C. BARBONI, L. R. BOLES, 
W. C. HERFURTH, and D. 0. VICKERY. 
E. G. FOY, W. E. GRIESMEYER and M. 
F. MCCONNELL have been named 
assistant cashiers. 


The First National Bank of St. 
Louis will hold its fourth annual 
conference of officers and directors 
of correspondent banks at Hotel 
Jefferson, St. Louis, on Wednesday, 
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November 8. Speakers will include: 
General Brehon Burke Somervell, 
U. S. Army retired, now president 
and a director of Koppers Company, 
Inc., Pittsburgh; Dr. Charles Allen 
Thomas, executive vice president 
of Monsanto Chemical Company, 
St. Louis; and MURRAY SHIELDS, vice 
president and economist of the Bank 
of the Manhattan Company, New 
York City. 


The First National Bank of Bel- 
den, Nebraska, recently sponsored a 
Farmers’ Clinic in connection with 


its 60th Anniversary. This clinic, 
something new in banker-farmer 
relations, featured many top agri- 
cultural authorities on the program. 


JOHN L. PROBST, formerly trust 
officer of the Mellon National Bank 
and Trust Company, Pittsburgh, has ° 
been appointed an assistant vice 
president. 


FRANK P. OHLMULLER has been ad- 
vanced to vice president of Manu- 
facturers Trust Company, New York 
City, and EDGAR P. HOUPT has been 
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“The immunizer against 


the disease of communism 


is a certain feeling ons 
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MR. WALTER S. GIFFORD 


“It is the feeling of a man who owns a home, a bank account, an insurance 
policy. It is the feeling that an employee on the Payroll Savings Plan has 
when he gazes at his accumulation of Savings Bonds and realizes that here 
is palpable evidence that he has made a profit on his job—that the profit 
system works for him as well as for his employer.” 


Mr. Gifford has believed in—and worked for—payroll 
savings plans for thirty-seven years—since 1913, when, as 
Statistician of the A. T. & T., Mr. Gifford developed a 
payroll savings plan for the purchase of A. T. & T. stock. 


In 1938, A. T. & T. employees were offered a Payroll 
Savings Plan for the purchase of U. S. Savings Bonds. 
To date, Bell System employees have invested more 
than half a billion dollars in savings bonds—with a 
maturity value in excess of $675,000,000. 


In upwards of 21,000 large companies, more than 
8 million Americans are investing $150,000,000 in U. S. 
Savings Bonds every month. To the systematic saving 
of these men and women—and the whole-hearted co-oper- 
ation of executives like Mr. Gifford—is due in no small 


measure the important feeling of ownership shared by 
the Americans who own 56 billion dollars in U.S. 
Savings Bonds (against 45 billions at the end of the war!). 

Every Payroll Savings Plan is a reflection of the vision 
and enthusiasm of the top executive of the company. If 
he gets behind it, personally, employee participation 
is high—to the benefit of the country, the company and 
the employee. If the interest of the Big Boss is active 
—participation may very well exceed the 50° mark. 
The top man is the key man in a Payroll Savings Plan. 

Get in touch with your State Director, Savings Bond 
Division, U. S. Treasury Department. He will help you 
put in a plan... or he will show you how to increase 
employee participation—without undue effort or high 
pressure tactics. 


The U. S. Government does not pay for this advertising. The Treasury Depart- 
ment thanks, for their patriotic donation, the G. M. Basford Company and 
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promoted from assistant secretary 
to assistant vice president of the 
company. 









B. G. Moore M. J. Hurley 


BENNETT G. MOORE, with the First 
National Bank in Dallas since 1928, 
has been elected vice president and 
assistant trust officer. HOMER J. 
ANDREWS, PAUL H. KIRK, J. HOWARD 
MONTGOMERY, and KIRBY E. GIBBS 
have been elected as assistant trust 
officers. 


MICHAEL J. HURLEY has _ been 
elected a vice president of the Na- 
tional Shawmut Bank of Boston. 
Mr. Hurley was previously chief 
bank examiner, a position which he 
has held since 1944, supervising the 
examination of approximately 290 
national banks. 


The Albuquerque National Bank, 
Albuquerque, N. M., has announced 
the promotion 
of MRS. LILLIAN 
DOLDE to assist- 
ant vice presi- 
dent. This is the 
first time a wo- 
man has held a 
title in the or- 
ganization. 
















Mrs. Dolde 







“The Bank Wire” To 
Connect 188 Banks 

A new nationwide private wire 
system which will connect 188 
banks in 54 important cities of the 
United States was announced re- 
cently. Planned and sponsored by a 
group of New York and Chicago 
banks in cooperation with banks 
throughout the country, the system 
will be known as “The Bank Wire” 
and will be the largest and most 
modern communications system of 
its kind in the world. 

Engineered and developed by the 
Western Union Telegraph Company, 
The Bank Wire will open Nov. 1 
with connections in 142 banks in 36 
cities. The remaining 46 banks in 
18 cities will be cut into the system 
Dec. 4, 1950. ; 

The project, according to the 
bankers, was planned to expedite 
banking transactions throughout 
the country and thereby provide 
new and improved services which 
will be beneficial both to the banks 
and their customers. In revealing 
details on the new wire, a spokes- 
man for the banks said that the 54 
cities to be connected have aggre- 
gate bank resources exceeding 106 
billion dollars. The system will not 
be restricted to these 54 cities, it 
was explained, but wherever war- 
ranted, expansion and extension 
will take place as equipment is ob- 
tainable. 

In order to insure the confidential 
nature of communications on the 
wire, arrangements have been made 
with Western Union to operate and 
maintain the switching centers en- 
tirely with Western Union em- 
ployees. 
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Oct. 22-25—Ilowa, Des Moines. 












OTHER ORGANIZATIONS 


CALENDAR OF EVENTS 


Oct. 18-20—Western Regional Trust Conference, Biltmore, Los Angeles, Calif. 
Nov. 9-10—Mid-Continent Trust Conference, Statler Hotel, St. Louis, Mo. 


Oct. 9-11—West Virginia Study Conference, Jackson's Mill, West Virginia. 
Oct. 11-12—Nebraska, Paxton Hotel, Omaha. 
Oct. 15-17—Kentucky, Brown Hotel, Louisville. 


Nov. 9-11—Arizona, Annual Convention, Arizona Biltmore Hotel, Phoenix. 
Oct. 22-25—Consumer Bankers Association, Westchester Country Club, Rye, New York. 


Oct. 23-26—NABAC, Annual Convention, Kansas City, Missouri. 
Nov. 5- 8—Robert Morris Associates, The Greenbrier, White Sulphur Springs, West Vir- 
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Now you can see 


America’s most successful 
NEW BANKING QUARTERS 


right on your own desk-top!”’ 


if you’re contemplating 
new banking quarters... 


‘ send for this 
! 


Pfr ff Pats 


featuring 25 of America’s 
most unusual, 
new banking quarters! 


Like taking a nation-wide tour of America’s 

newest banking quarters! You'll see interiors, 

exteriors of a cross-section group of 25 banks 

of all types and sizes . . . metropolitan, branch, 

suburban, rural. These photos are pictorial 

case-histories of the latest developments in 

departmental arrangement and equipment. 

You'll see architectural styles from Colonial to 

Modern. And we've included some of the banks 

featured in our recent report . . . whose deposit 

totals have increased an average of 33.7% since inc | udes : 

modernization! If you're contemplating a large size photos of some of America’s most successful 
similar project, see America’s most successful new banking quarters! Many different 
new quarters .. . right on your own desk-top. types of architecture. Big banks, small 
Simply mail this coupon today. No obligation. banks located from coast to coast! 


Get your COMPLIMENTARY “portfolio of bank photos” today! 


Bank Building & Equipment Corporation 
NINTH & SIDNEY STREETS — SAINT LOUIS, MO. 


4) B z 0 5 (_] Without obligation, send me your “Portfolio of Photos” 
awk UA ‘diag OM On or about. (date) 


we contemplate the following projects for our bank: 


Equipment Corp OLOLLLON _] New Building [[] Modernized Quarters [| New Fixtures 


OF AMERICA 


NOW YORK © SAN FRANCISCO © ST. LOUIS « NEW ORLEANS \ 
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WE STRIVE TO BUILD THE WORLDS « 
BEST ADDING MACHINES 
AND OUR USERS BELIEVE WE DO 


DEALER FRANCHISE AVAILABLE IN CITIES 
WHERE WE ARE NOT AT PRESENT REPRESENTED 


ALLEN-WALES ADDING MACHINE DIVISION 
2 OF 
THE NATIONAL CASH REGISTER COMPANY 


444 MADISON AVENUE 
Beer ORK 22, HW. Y. 
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